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The Endless Chain 


The endless chain method of life in- 
surance canvass is made increasingly 
effective through the Perfect Protec- 
tion Policy. 


The life underwriter equipped with 
this exceptional contract can be assured 
of delivering thirty-five accident and 
health claim checks each year to every 
hundred clients on his Perfect Protec- 
tion Policy register. 


Substantial payments received by 
LIVING policyholders bring the Re- 
liance underwriter enthusiastic sub- 
agents among his clients, whose in- 








An Illustration of The 


PERFECT 


PROTECTION 


POLICY 


x 


$15,000 Payable for loss of 


life from accident. 


$10,000 Payable for loss of 


sight, two hands, two 
feet, or one hand and 
one foot from acci- 
dent. 


$25,000 Payable for loss of 


life, or $20,000 for 
loss of sight or two 
members, if due to a 
collision or upset of a 
private, pleasure auto- 
mobile while traveling 











. . . . th . : 
fluence is strong in bringing other Per- } erein 


fect Protection insurers to him. $50 Weekly if disabled by 
accident. Payable for 

. 52 weeks for occupa- g 

It is not infrequent for a Reliance tional disability—208 

underwriter to sell five or more friends — 

and relatives of a Perfect Protection ‘ 


Policyholder through the satisfactory $75 Weekly indemnity for 


hospital confinement 


settlement of a single accident or 18 mien 
health claim. $50 Medical attendance in- 
demnity for non-dis- 

On this fact is based the statement: abling injuries. 
“Sell Perfect Protection and you'll sell $50 Weekly indemnity for 


52 weeks, if disabled 
by sickness. 


MORE life insurance.” 


Profitable agency connections are $600 Per year IN ADDI. 


h f sh of TION if totally and 
open to men who can furnish satisfac- es ta 


tory references. by accident or sick- 
ness. No more pre- 
miums to pay and no 
deductions from the 
amount of life insur- 
ance due your family. 


7 $5,000 Cash to you at age 65, 

( | or 
| $5,000 Cash or a substantial 
monthly income in 


event of natural death. 





Issued in Larger or 
Smaller Amounts 


























Mail This Coupon Today 
Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 
Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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The Stock Decline and Business 


Survey by The Spectator and the United Business 
Publishers Indicates Slight Economic 
Reaction to Market Collapse 


HUS far the repercussion of the 

stock market decline on retail trade 
and distribution has been slight but 
definite. 

Specific reports from thousands of 
retailers indicate quite certainly that 
nearly every line of retailing, with the 
exception of life insurance selling, has 
been affected to a slight extent by the 
deterioration in stock prices, but these 
same reports indicate just as clearly 
that the magnitude of this adverse ef- 
fect, thus far at least, has been very 
small. 

Neither retail sales nor manufactur- 
ing activities give any signs of ma- 
terial recession. 

These are the major conclusions to 
be drawn from the countrywide inves- 
tigation just completed by United 
Business Publishers, Inc., among the 
400,000 -retailers, wholesalers and 
manufacturers who subscribe to its 
34 business publications covering prac- 
tically every important merchandising 
industry. THE SPECTATOR is a member 
of the United Business Publishers 
group and contributed the insurance 
features to the survey. 

Actual facts regarding sales, collec- 


tions, retail stocks and simiiar items 
were gathered from thousands of re- 
tailers during the latter part of No- 
vember. Obviously these data cannot 
tell the entire and final story of the re- 
action upon trade of the stock market 
drop, but they do provide a firm 
factual basis for disproving wild ru- 
mors about business declines and fur- 
nish a sound foundation for conserva- 
tively confident statements about the 
immediate future. 


U. B. P. Questionnaire 


Ten per cent of the subscribers to 
each of the United Business Publish- 
ers, Inc., merchandising publications 
were questioned and sufficient replies 
were received to give a fair statistical 
sampling of the situation. (To check 
this factor, two compilations were 
made on certain of the questionnaires 
—one when about half of the returns 
had been received and another when 
all had been received. Percentages de- 
veloped at the end were almost identi- 
cal with those resulting from the com- 
pilation made at the halfway mark.) 

In the period since the stock market 
decline, average sales of department 


stores and of retailers selling insur- 
ance, and toys, have been equal to or 
slightly better than they were during 
the same period in 1928. Motor truck 
sales in October, 1929, were 15 per 
cent ahead of October, 1928. 

Contrary to general opinion, only 
slight declines as compared with the 
similar period of 1928 have been re- 
corded in retail sales of jewelry, a so- 
called luxury commodity, and automo- 
biles, while similarly slight declines 
have been registered in the hosiery, 
show, plumbing, radio and _ optical 
trades. 

Public warehousing business is con- 
tinuing the upward trend which has 
been in evidence since the beginning 
of 1929. The petroleum industry, al- 
ready embarked on a program of pro- 
duction limitation, seems to be feeling 
the effects of the decline in stock prices 
less than any other. 

Definite, though minor, unpropitious 
effects on collections are already in 
evidence in some lines, notably those 
of passenger cars and jewelry, but no 
change for the worse in this regard is 
even hinted at by a majority of replies 

(Continued on page 34) 
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ASELEIVE THIRDPARTY SMOKES 





CCORDING to a recent news dis- 
patch a group of Indianapolis men 
are planning to organize a new life in- 
surance company planned exclusively 
for teetotalers. Dr. E. A. Miles, legal 
counsel for the Indiana State Anti- 
Saloon League, is quoted as authority 
for the statement that the applicant 
will be required to sign the pledge to- 
gether with the application. Now, let’s 
not hear any more about YOUR pros- 
pect problems. 
* * * 
T would be unseemly to treat face- 
tiously such a project. It is admir- 
able in concept, perhaps qualifying, 
along with prohibition, as a noble ex- 
periment. But just the same I 
shouldn’t care to have a Hoboken, N. 
J., franchise, and my heart goes out to 
the poor debit man who may have to 
cold canvass the west Forties in New 
York City. On second thought this 
famous oasis might not be so bad. It 
teems with retail bootleggers—by rep- 
utation a most temperate lot. 
* * * 
NTERVIEWING the Anti-Saloon 
official on the subject, the news re- 
porters asked, of course, all manner of 
absurd questions. Would its agents 
have to qualify as expert smellers?— 
Was it true that Senator Borah would 
head the examining board?—Did ab- 
stainers actually live longer or did it 
just seem longer? Dr. Miles was not 
prepared to answer such questions nor 
to say how past drinking experience 
would be determined. Neither did he 
say what measures would be taken with 
regard to the inebriate who signs the 
pledge only to backslide on Sundays, 
holidays and State Occasions. 
* * * 
HE idea is by no means new and 
in these strenuous times it does 
seem as though a pure liver (organ of 
the body) should be rated above one in 
an advanced state of cirrhosis. Still 
and all, so many factors enter into the 
problem and not all intemperance can 
be segregated in those regions where 
Demon Rum holds sway. My first as- 
signment as a newspaper reporter was 
to gather information concerning the 
late activities and career of one of the 
local civic leaders. Among other: and 
more suitable facts I discovered that 
although the great man had never 
touched alcohol in any form, he had 
nevertheless actually drunk himself to 
death. He simply couldn’t say “No” 
when a chocolate ice cream soda ap- 
peared in the offing and one or two of 
these almost invariably led to an orgy 
of Lover’s Delights. 





ITHIN the past two weeks, New 
York has furnished two of the 
most forceful arguments in favor of 
adequate coverage against damage by 
aircraft. The first time, a _ plane 
crashed in the heart of the city killing 
the pilot, damaging both the plane and 
the building with which it was in col- 
lision. The second time, the largest air- 
plane built in the United States was 
destroyed by fire, although both oc- 
cupants escaped with minor injuries. 
The most significant part of the second 
accident, however, is that two private 
dwellings were struck by the plane and 
both were severely damaged by fire. 
None of the houses was covered by in- 
surance. 
* * * 

HE Metropolitan Life Insurance 

Company of New York in a statis- 
tical survey attributes one third of the 
accidental deaths in the United States 
and Canada to automobiles. The jug- 
gernaut of traffic is responsible for as 
many deaths as the four principal 
diseases of childhood—measles, scarlet 
fever, whooping cough and diphtheria, 
combined, the survey shows. In this 
class there has been one automobile 
fatality this year to every four deaths 
from cancer, to every three from 
apoplexy and to every seven and one- 
half from heart disease, the leading 
cause of death. Concentrating these 
figures the Metropolitan finds that more 
than two per cent of all deaths from 
all causes are now due to the lethal 
weapon of our highways. 

* * * 

UT what is even more astounding 

than these startling figures is the 
fact that despite concerted nationwide 
safety educational campaigns for the 
eradication of the evil, the death rate 
climbs steadily. Of course registration 
of automobiles in almost every section 
of the country increases fast apace, 
but so does the manufacture of new 
mechanical safety devices, better roads, 
and numerous other things which 
should tend to lower the rate of acci- 
dental deaths by automobiles. The 
cumulative deathrate for mortality 
from automobile accidents in the first 
ten months of 1929 was by far the 
highest ever recorded among the more 
than 19,000,000 industrial policyholders 
of the Metropolitan in the United 
States and Canada which constitutes a 
reliable crosssection of the population 
of the two countries. 

A young lady, Marguritte Bouttell, 
won highest honors for examinations 
in the casualty course of the Insurance 
Institute. 








NEW book which I should think 
would be of interest to all read- 
ers in general, business men in par- 
ticular, and which for insurance men 
should be triple starred, is “Franklin: 
The Apostle of Modern Times,” by 
Bernard Fay. Monsieur Fay is a 
Frenchman and spells his name with 
an umlaut over the “y.”’ His cosmo- 
politanism, therefore, is amply evi- 
denced by his Irish name, French blood 
and German trimmings. 
* a * 
66 HE Apostle of Modern Times” 
is an aptly chosen sub-title for 
a life of Benjamin Franklin. His 
“homely wisdom” has always been rec- 
ognized in America but the deep sig- 
nificance and effect of what he 
preached and practised does not seem 
to be widely known. Since the age we 
are living in has come to be accepted 
as an age of business dominance, apol- 
ogists have been rehashing bits of 
worn-out philosophies in an effort to 
create some synthetic theory which 
will justify and explain the material- 
ism we practice. Benjamin Franklin 
probably colored the thought and direc- 
tion of modern American life more 
than any other man in history. 
* * * 
ENJAMIN FRANKLIN purchased 
the first subscription to and was 
chosen the first director of the first 
insurance company in America, the 
Philadelphia Contributionship. He was 
one of the fathers of American in- 
surance. 
ce oK * 
OING up to a football game at 
New Haven a couple of weeks 
ago I was rather disappointed at being 
forbidden ‘a view of Albie Booth, 
mighty mite of Yale. However, in the 
opening minutes of the second half of 
play, a previously unheralded blue- 
Jerseyed athlete showed me as dazzling 
an exhibition of backfield brilliance as 
I ever hope to see. The young man 
was Don McLennan, son of D. R. Mc- 
Lennan, president of Marsh & McLen- 
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FULL page spread in Nation’s 

Business for December exposes to 
the business world at large the phys- 
iognomies of the following insurance 
men who are identified with the work 
of the Chamber of Commerce of the 
United States: William Brosmith, P. 
W. A. Fitzsimmons, Walton J. Crocker, 
Julian S. Myrick, F. Highland Burns, 
W. H. Sawyer, Leroy A. Lincoln, J. 
S. Kemper, Dr. S. S. Huebner, J. G. 
Leigh, William D. Winter, F. T. Moses, 
Rouge P. DeVan, Clarence Ludlum. 
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THE SPECTATOR, established in 1868, is a 
weekly journal devoted to promoting the 
best interests of trustworthy insurance of 
all kinds. The subscription price for the 
United States, Canada and Mexico is Four 
Dollars per annum, postage prepaid; to all 
foreign countries in the Postal Union, Five 
Dollars. 
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Regulation a Necessity 


Eighteen years ago Governor 
Simeon C. Baldwin, of Connecti- 
cut, asked his legislature to pass 
laws against the flying of air- 
planes over towns and cities. 
Thinking about two decades 
ahead of his time, the venerable 
Yankee statesman sought thus to 
protect the lives and property of 
his fellowmen. And what a 
laugh that proposal gave the folks 
back in 1911! 

The development of the air- 
plane has gone far since that 
early day, but the attitude of the 
legislative bodies and the public 
has changed but little. Where the 
far-sighted Governor’s proposal 
was greeted with derision in 
1911, a similar but more press- 
ing necessity is, to a large ex- 
tent, complacently ignored in 
1929. The recent crash of an 
airplane in the heart of Manhat- 
tan proved to be a comparatively 
harmless example of what unreg- 
ulated air traffic may lead to. 
Only the pilot was killed in this 
instance; a repetition of the acci- 
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dent might easily cost ten-fold 
both in lives and the destruction 
of property. 

With all due regard for the 
moral subsidy accorded aviation 
in order to foster its growth, and 
appreciating the necessity for 
flexibility in rules dealing with 
the industry, it still seems as 
though the time for more uniform 
licensing laws, both State and 
Federal, and a more rigid super- 
vision of flying, had arrived. 
Adequate and sympathetic regu- 
lation on a basis of nation-wide 
uniformity would do much to ad- 
vance the cause of flying and cer- 
tainly would stabilize and help 
put aviation underwriting on a 
sounder footing than it now en- 
joys. ers 
Approve Standard Size 

HE recent adoption by THE 

SPECTATOR of the standard 
page size of 7 by 10 inches has 
been met with unqualified appro- 
bation by insurance advertising 
managers and other company offi- 
cials throughout the country. 
Numerous compliments have been 
received by the publishers not 
only on the increased serviceabil- 
ity the new page width of THE 
SPECTATOR offers to advertisers 
but on the general improvement 
it has effected in the makeup of 
the news columns as well. 

J. W. Longnecker, advertising 
manager of the Hartford Fire In- 
surance Company, was a pioneer 
in the advocacy of a standard 
page size among insurance jour- 
nals, and the publishers of THE 
SPECTATOR have profited consid- 
erably from lengthy written and 
oral discussions with Mr. Long- 
necker on this subject. 

Our gratification, therefore, at 
the many expressions of approval 
of this move, is mingled with ap- 
preciation for the cooperation and 
counsel of Mr. Longnecker during 
the period that this change was 
under consideration. 


The Raison d’Etre 
HIGHLY successful life in- 
surance agent remarked the 
other day that the methods by 








FOUR TIMELY FEATURES 


Four timely and unusual fea- 
tures are published in the educa- 
tional section of this week’s 
issue. Three are intended for 
Christmas distribution and any 
one of the stories, now available 
in leaflet form, will prove a 
strong sales aid for life insur- 
ance agents. The fourth special 
feature presented is a new sales 
article from the pen of William 
T. Nash, perhaps the most suc- 
cessful writer of life insurance 
sales literature in America. Mr. 
Nash was forced to give up his 
work, due to poor health, over a 
year ago and this article, entitled 
“Confidence In Life Insurance,” 
is the first that he has released 
during this time. 

General agents or managers 
desiring this leaflet or any of the 
Christmas stories are urged to 
communicate at once with The 
Spectator Company, 243 West 
39th Street, New York City, N. Y. 











which life insurance was sold 
even so recently as ten years ago 
are obsolete today. True enough. 
Changes and mutations are going 
on all of the time. This is a part 
of the eternal scheme of things. 
A few short years hence what is 
now the last word in salesman- 
ship will probably be thrown into 
the discard, and something else 


will be in vogue. 
This is a part of the raison 


d’etre for the trade press. Every 
alert salesman realizes that he 
must read regularly and con- 
stantly to keep abreast the times. 
The educational and news col- 
umns of the insurance papers 
bring to him the latest sales plans 
of the best minds in the business 
-and a trustworthy chronicle of 
current events. If the agent is 
not posted on both, he is only 
partially equipped to meet compe- 
tition, which, regardless of what 
some idealists say, seems to be 
keener now than ever before. 

It is this constantly changing 
process of selling that calls for 
the publication of more books 
every year, not the mere desire of 
the publisher for greater output. 
If this were true, he would sim- 
ply market new editions of old 
works. But in his offerings to 
the public he rises to meet a real 
demand for modern and authori- 
tative information. 


Editorial 
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Montreal Headquarters to Be 
Largest Structure in Canada, 
Housing 15,000 Persons 


The Sun Life Assurance Company of 
Canada is going to continue with the 
erection of its head-office building, 
which is to be the largest building in 
the British Empire, rising 24 stories 
above ground and containing three un- 
derground. 

The building will house between 
12,000 and 15,000 people. No figures 
are available as yet as to just what 
the building will cost, or as to when it 
will be ready. The answer to the latter 
question is probably during 1931. 

A feature of the new structure will 
be a cafeteria capable of seating 2500 
people at one sitting. It will be Mon- 
treal’s fourth skyscraper and not only 
will it tower over every other building 
in the city, but will be the largest 
building of any description in the 
British Empire. Construction of the 
steel work in the tower of the new 
addition will start immediately. When 
complete the building will be served by 
37 elevators. 

The change in the company’s plans 
has been necessitated by the tremen- 
dous growth in the company’s business 
during the past year or so. Until a 
year and a half ago, the Sun Life head 
office at Montreal was a comparatively 
small building. In March, 1928, the 
company announced plans for the erec- 
tion of an additional unit to its exist- 
ing structure and work was commenced 
immediately. This structure is now be- 
ing rushed and comprises the entire 
frontage of the Sun property. It is ap- 
proximately eight stories in height. 
Expansion of the company’s needs has 


been faster than this program, and, 


with less than half of the present ad- 
dition being used, the company has in 
its employ at head office over 2500 em- 
ployees, and every cranny is being used 
to try to accommodate them. 


PRUDENTIAL NOTES 


During the month of November pro- 
motion came to five Division G agents 
in recognition of their successful han- 
dling of the debits which had been as- 
signed to their care. These representa- 
tives, to be assistant superintendents, 
each attached to an Indiana district, are 
Agents C. L. Scott and C. M. Bracken 
of Indianapolis No. 3; G. C. Beamer of 
Muncie; Frank E. Clegg of New Al- 
bany, and Harry J. Knight of Ander- 
son. 

Agent Howard C. Buck of the Detroit 


Life Insurance 





New Building for Sun Life No. 2 district, in addition to being a 


constant producer in all branches of the 
insurance business, has a good record as 
a conserver of his debit. 

Agent Victor H. Bealer of the Allen- 
town, Pa., district has been promoted 
to the position of assistant superinten- 
dent. 

Agent Jay D. Nagle of the Bingham- 
ton No. 2 district advances from the po- 
sition of agent to assistant superinten- 
dent. 

Clarence Lytle, an agent in the War- 
ren, Ohio, district, has been promoted 
to the position of assistant superinten- 
dent. He began his agency work on 
June 13, 1927. 


Extends Disability Clause Limit 
In Mississippi 


The Mississippi insurance commis- 
sioner has moved up the time from 
April 1, 1930, to June 30, 1930, when 
he will require all life companies doing 
business in that State to comply with 
his ruling affecting disability clauses. 
His ruling which withdrew the insur- 
ance department’s approval from all 
existing disability clauses in life poli- 
cies and established new regulations to 
be met by all companies operating in 
the State was in line with action taken 
by the national association of insur- 
ance commissioners. 
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LAWRENCE F. ABBOTT 
Director Valentine & Co. 
JOHN E. ANDRUS........ Manufacturer 
NATHANIEL F. AYER........ Textiles 
CORNELIUS N. BLISS 
Commission Dry Goods 
MORTIMER N. BUCKNER 
Chairman of Board, New York Trust Co. 
THOMAS A. BUCKNER. . Vice-President 
NICHOLAS MURRAY BUTLER 
President Columbia University 
CALVIN COOLIDGE 
Former President of the United States 
GEORGE B. CORTELYOU 
President Consolidated Gas Co. 
WALTER W. HFAD 
President State Bank of Chicago 
CHARLES D. HILLES. Insurance Manager 
ALBA B. JOHNSON 





Retired, Philadelphia, Pa. 
PERCY H. JOHNSTON 
President Chemical Bank & Trust Co. 
WILLARD V. KING 
Chair. Advisory Board. Irving Trust Co. 
DARWIN P. KINGSLEY...... President 
RICHARD I. MANNING 
Farmer, Columbia. So. Carolina 
JOHN G. MILBURN. .........2. Lawyer 
GERRISH H. MILLIKEN 
Deering, Milliken & Co. 
FRANK PRESBREY 
Frank Presbrey Co., Advertising 
JOHN J. PULLEYN 
President Emigrant Ind. Savings Bank 
FLEMING H. REVELL 
Fleming H. Revell Co., Publishers 
GEORGE M. REYNOLDS 
Chairman of Executive Committee Conti- 
nental Illinois Bank & Trust Co., Chicago 
HIRAM R. STEELE 
Steele, De Friese & Steele, Lawyers 
JESSE ISIDORE STRAUS 
President R. H. Macy & Co., Ine. 
RIDLEY WATTS 
Ridley Watts & Co., Dry Goods Commission 
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New York Life Directors 


The success of any Company is primarily a matter of 
management—that is, of MEN. 
a list of Directors, New York Life Insur- 
ance Company, the most recently elected 
being Calvin Coolidge: 
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les NEW YORK LIFE 

5 INSURANCE COMPANY 
iS MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 








AW), 


es SY@NTONE TANI ANTONI O\11O\1/O\57O\a1O\ SONI TO\S OTA TOTO ON ON O\IONIONOTO TONE OTe 





ie 


a sV@N Yani /ant 


aNivaniivant) 


Following is 


Yavivavivanivenive 


ah 


iva veNiy 


aiTanivantvava 


“ 


@\IYANIVeNl'a\tvaniivexive\t 


Mh 








AAA ANSTO ANION TANITA IONIAN IONIAN aN IVAN YaNiVa\tY@\tY@Xt YON 0 7X a\ aX 








THE SPECTATOR 
December 5, 1929 






MELEE TT EET TO 





ERR ArT CI Cremer ernment 


st Stoo ag neh Yn aN 


LT 


epasicieenmisite eemeibenes eine taxeeaannl 

















| 
| 


























a 





BEFE INSURANCE 


ORDINARY 


INDUSTRIAL 


GROUP 





George Willard Smith 
New President 


Becomes Fifth Executive 
Head of New England 
Mutual Life 


Elected to the Board 











Successor to Late Daniel F. Appel 
Associated With Company 
for Quarter of a Century 


At a special meeting, November 27, 
the directors of the New England Mu- 


tual Life Insurance Company elected ~ 


Vice-President George Willard Smith 
as president to succeed the late Daniel 
F. Appel. Mr. Smith became vice- 
president in 1922. He is the fifth presi- 
dent of the New England Mutual. 

The directors also elected Mr. Smith 
a member of the board, to fill the va- 
cancy caused by Mr. Appel’s death, and 
he becomes, ex-officio, a member of the 
finance committee. 

George Willard Smith was born in 
Woburn, Mass., May 1, 1884, and en- 
tered the actuarial department of the 
New England Mutual Life Insurance 
Company in 1904. In 1909 he became 
assistant actuary of the Massachusetts 
Insurance Department, and actuary in 
1917. 

Two years later he was appointed an 
executive of the Association of Life 
Insurance Presidents in New York, and 
was elected vice-president of the New 
England Mutual in January, 1922. In 
his departmental experience and subse- 
quent service with the association, later 
followed by eight years’ executive duties 
with the New England Mutual, he has 
acquired a knowledge that has made 
him a recognized authority in life in- 
surance. 

Mr. Smith is a director of the Mer- 
chants National Bank of Boston, and 
has other important contacts with the 
financial and business world. He is 
also on the board of governors of the 
Charles River Country Club, and is a 
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George Willard Smith 


President, New England Mutual Life 
Insurance Company 


member of the Algonquin and Exchange 
Clubs of Boston. 

In 1918 he married Miss Helen 
Farrar Warren of Milton, a graduate 
of Mount Holyoke College. They have 
three daughters and reside in Newton 
Centre, Mass. 





Equitable Mortgage Loans 


Mortgage loans aggregating $79,- 
000,000 on dwellings, apartment houses 
and business properties in 278 cities 
throughout the United States were ap- 
proved during the last ten months by 
The Equitable Life Assurance Society 
of the United States, according to a 
statement issued recently at the Home 
Office in New York City. 

The mortgages on dwellings aid in 
providing homes for 14,700 families. 
Many of the loans on residences are 
combined with a life insurance policy 
for the full amount of the loan so that, 
in the event of the unexpected death 
of the borrower, the Equitable will step 
in and pay off the mortgage in full and 
leave the property free and clear. 


Texas Life Companies 
Merged 


Southland Life Takes Over 
Business of American Life 
in Dallas 


Assets T otal $19,000,000 


A. C. Bigger Will Become Vice- 
President and Director of 
Southland Life 


Acquisition of the capital stock, as- 
sets, insurance in force and good-will 
of the American Life Insurance Com- 
pany by the Southland Life Insurance 
Company was announced Wednesday 
morning. Both are Dallas institutions. 

As a result of the agreement the 
Southland Life Insurance Company, 
therefore, will have on Dec. 31, 1929, 
insurance in force of approximately 
$200,000,000 and assets of approxi- 
mately $19,000,000. Policyholders of 
the new institution will number about 
70,000. 

A. C. Bigger, president of the Ameri- 
can Life Insurance Company, will be- 
come vice-president and director of the 
Southland Life Insurance Company, 
Morton Bigger, secretary of the Ameri- 
can Life Insurance Company, will be 
associated with the company as an as- 
sistant secretary and director. 

The official statement of the transac- 
tion, as given out by President Harry 
L. Seay of the Southland Life Insur- 
ance Company and President A. C. 
Bigger of the American Life Insurance 
Company, is as follows: 

“We announce acquisition by the 
Southland Life Insurance Company of 
Dallas of the American Life Insurance 
Company of Dallas through purchase 
of the capital stock of the latter. 

“In this transaction first considera- 
tion has been given to the interest of 
the policyholders of the two institu- 
tions involved. The combined insurance 

(Concluded on page 9) 
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Dollars Worth More as Benefits Than 
as Premiums 


Professor William B. Bailey of The Travelers 
Explains Money Values to Pittsburgh 
Life Underwriters 


During the working period of a 
man’s life money earned is very likely 
te be of less value than late in life 
when direct earnings have ceased, 
members of the Pittsburgh Life Un- 
derwriters’ Association were told at 
their last monthly meeting by Pro- 
fessor William B. Bailey, economist of 
the Travelers Insurance Company, 
Hartford, Conn. Speaking on the sub- 
ject, “The Economic Background of 
Life Insurance,” Professor Bailey, who 
was a member of the faculty at Yale 
University for 25 years prior to his 
joining the Travelers in 1921, ex- 
plained that through the institution of 
life insurance the time utility of 
money became considerably enhanced. 

“The dollars that a life insurance 
company will pay as benefits under a 
policy will probably be far more valu- 
able than the dollars which were paid 
to the company as premiums,’ the 
speaker asserted. This, he explained, is 
due to the fact that life insurance in- 











Peoples Life 


Insurance Co. 
“The Friendly Company” | 


Frankfort, 


$5,884,944.18 on Deposit 
with the Indiana Insurance 
Department 


$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 


Force 





Indiana 


Pro- 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 























Life Insurance 


creases the time utility of money, 
which is of greatest value at the time 
when individuals have comparatively 
little of it but many needs. 

Money is of the least value when 
people have enough to satisfy their 
immediate needs and a surplus for 
luxuries or investment, it was asserted. 
Life insurance premiums are usually 
paid out of surplus, while the benefits 
are returned when other sources of 
income have dried up, it was explained, 
and when a family’s need of food, 
shelter and clothing and other necessi- 
ties of life are as acute as ever. 

Everything that exists in the world 
for which people are willing to pay 
money has value because of either the 
form, place or time utility that the 
commodity or service rendered has to 
offer, according to the speaker. 

The coal that is mined in Pennsyl- 
vania, it was asserted, is given place 
utility when it is shipped to other parts 
of the country for consumption. While 
still buried under ground, coal is of no 
value to mankind, but when it is 
mined, fuel immediately takes on the 
characteristics of form utility, the 
speaker added. “We cut ice in the 
winter and sell it in the summer, and 
the concern that does this is adding 
to the value of ice the utility of time, 
and deserves money for so doing,” 
Professor Bailey pointed out further in 
explaining the ways in which time 
utility is created. 

In carrying along still further the 
explanation of the creation of time 
utility, the speaker took as an illus- 
tration a man whose annual earnings 
amounted to $5,000. “Of this amount,” 
he said, “$3,000 may be required for 
the necessities of life, and this sum is 
worth $2 for every dollar that is spent 
on such essentials of life. Another 
thousand dollars may be spent on 
comforts, in which case a dollar is 
worth a dollar. The remaining thou- 
sand may go for luxuries, but the dol- 
lars so spent are worth not more than 
50 cents on the dollar. If some one 
could take these 50-cent dollars, put 
them away and save them, hand them 
back to the family when they would 
be worth $2 for every dollar, the time 
utility of money would be created and 
a great service would be rendered to 
society.” Such a procedure, it was ex- 
plained, is followed by the institution 
of life insurance. 





Canada Life Investments for 
Ten Months 





Twenty-five Million Put Out on 
Loans and for Securities— 
Values Maintained 


Leighton McCarthy, K. C., president. 
of the Canada Life Assurance Com- 
pany, states that for the past ten 
months of this year the Canada Life 
has purchased securities and loaned 
money to the extent of $25,000,000. 
This money has been invested princi- 
pally in bonds, preferred stock and 
mortgages, the amount of $11,200,000 
being invested in bonds; $4,100,000 in 
preferred stocks, and $9,400,000 in first. 
mortgages on real estate. 

It is interesting to note that nearly 
2500 individual mortgage loans have 
been made, about ten each working 
day of the year, which means that a 
widespread use has been made of the 
money in the establishing of homes and. 
the developing of agricultural industry, 
which are the two chief outlets for this 
company’s mortgage funds. As its 
main investments are in the form of 
bonds, preferred stocks and mortgages, 
the recent severe break in stock market 
prices has had no material effect on its 
strong investment position and its 
stabilized earning power. “No real es- 
tate values have depreciated,” declared! 
President McCarthy. 


Like All True Artists, 
He Couldn’t Spell 





Agent With Ambitious Forgery 
Scheme Tripped Up by Mis- 
spelling of Pneumonia 


BALTIMORE, Nov. 30.—Misspelling- 
the word “pneumonia” was responsible 
for charges of forgery and false pre-. 
tenses to which Charles Thal, employee 
of the Metropolitan Life Insurance: 
Company, pleaded guilty in criminal 
court this week. 

Thal, it was charged, filed applica- 
tions for insurance with his company 
in the name of fictitious persons, paid’ 
the premiums on the policies for a 
while and then collected the principal 
of the respective policies by presenting: 
forged death certificates. 

The total alleged to have been ob- 
tained in this fashion, it was testified, 
reached $9,500. 

Company officials testified that their 
suspicions were first aroused when they 
noticed that the word “pneumonia,” 
given as the cause of death in many 
instances, was persistently misspelled, 
although the certificates bore the 
names of various supposed physicians. 
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Aetna Life Announces Three 
New Appointments 





EI Paso; St. Louis and Boston 
General Agencies Affected 
by Promotions 


Three appointments in the general 
agency organization of the Attna Life 
Insurance Company have just been an- 
nounced by Vice-President K. A. 
Luther. Arthur L. McKnight, general 
agent at St. Louis is to take charge of 
the Aetna Life’s general agency in El 
Paso; Arthur P. Shugg, assistant gen- 
eral agent at Boston will assume 
leadership of the St. Louis Office; and 
Carleton S. Richardson of the Home 
Office Life Agency Division will take 
Mr. Shugg’s place at Boston. The ap- 
pointments are officially effective Jan- 
uary 1, 1930. 

Mr. McKnight, in going to El Paso, 
returns to'the state of his birth. After 
spending a number of years as a suc- 
cessful rancher, he decided to enter the 
life insurance selling profession. His 








Arthur L. McKnight, Carleton S. 


first connection was as an agent for the 
New York Life Insurance Company at 
Amarillo, Texas. 

Mr. Shugg has been associated with 
the Atna Life since 1923 and has a 
notable record of achievement in the 
insurance field. He is a native of 








Texas Life Companies 
Merged 


(Concluded from page 7) 

in force of the two companies on Dec. 
81, 1929, will be approximately $200,- 
000,000 and the combined assets of the 
same date will be approximately $19,- 
000,000. In due course each holder of a 
policy issued by the American Life will 
be sent a certificate, by the terms of 
which the Southland Life will assume 
all liabilities and obligations of the 
American Life under the policy. The 
result will be that the combined assets 
of both institutions will be behind each 
and every policy issued by both com- 
panies. The Southland Life guarantees 
to the holders of policies of the Ameri- 
can Life the same character of service 
as that on which the success of the 
Southland Life has been built. 

“It is noteworthy that in the consum- 
mation of this transaction no commis- 
sion of any nature is payable and each 
and every stockholder of the American 
Life will be paid the same amount per 
share for his stock as every other 
stockholder. This stipulation was made 
by the president of the. American Life 
and readily agreed to by the president 
of the Southland Life. The actual pur- 
chase of the stock is now being made 
and will be completed just as fast as 
certificates evidencing ownership of the 


- American Life stock are turned in. 


“Continuation of the loyal and effi- 
cient service of the agents of the Amer- 
ican Life is earnestly desired. The 
Southland Life assures each and every 
one the same thoughtful cooperation as 
is accorded its own agents.” 
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President Harry L. Seay was elected 
to his present office Aug. 4, 1915, the 
other present officers taking office as 
follows: Vice-President and Treasurer 
Clarence E. Linz, June 23, 1923; Vice- 
President H. B. Seay, June 23, 1928; 
Vice-President and Secretary P. N. 
Thevenet, June 12, 1923; Vice-President 
and Actuary P. V. Montgomery, June 
12, 1925; Medical Director Dr. John S. 
Turner, March 15, 1909; Medical Di- 
rector Dr. J. T. Montgomery, March 
8, 1922. 


The American Life Re-Insurance 
Company was organized Feb. 18, 1919, 
without any promotion expense of any 
nature. A. C. Bigger has served con- 
tinuously as its president, with Morton 
Bigger as secretary, since 1920. In 
1927 the name of the company was 
changed to the American Life Insur- 
ance Company, and the writing of di- 
rect business by agents inaugurated. 


Dinner to Frederick White 


The Northwestern National Life of 
Minneapolis honored Frederick White, 
founder and head of White & Odell 
Agency, Inc., the company’s State 
agency for Minnesota for 22 years, on 
his 60th birthday anniversary at a din- 
ner given at the Minneapolis Club, 
Nov. 13. Officers of the company and 
of the agency were guests. 

Figures presented by President O. 
J. Arnold of the Northwestern Na- 
tional Life disclosed that White & 
Odell, Inc., now has $87,925,410 of in- 
surance in force, insuring 44,479 Min- 
nesota persons. 


Richardson and Arthur P. Shugg 


Massachusetts, where he was born in 
1896. 

Mr. Richardson goes to Boston di- 
rectly from the home offiee of the AStna 
Life where he has been superintendent 
of the Life Agency’s Pacific Division 
for the past twelve months. 


| UNQUESTIONABLY 


We have the finest disability con- 
tracts available today. A full line 
of non-cancellable, non-medical and 
other attractive policies. 




















Some good territories may be had 
in Michigan, Pennsylvania, Indiana, 
Illinois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal con- 
tracts to producers. 


INCOME GUARANTY 
COMPANY 
Income Building 

SOUTH BEND, INDIANA 


Stock a Authorized Capital, 
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Stephen M. Babbit 


President 
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How Would YOU 
Have Liked 
This Program? 





In July a pleasure trip convention for $200,000 
Club Members was held in Canada. 


2. A convention and school for the rest of the Club 
Members and pro rata producers was held at the 
Home Office, also in July. 


3. In August we started a production contest—each 
man matched against his own previous record— 
and offered a choice of 800 prizes to the winners. 
The production period ended in September. 


4. October was Policyholders’ Service Month. Direct 
mail contact with policyholders brought 1542% 
replies calling for nearly 50,000 personal contact 
interviews by fieldmen. 


5. Service Month ran over into November—looks as 
if it might run into 1930. 


6. December is Christmas Policy Month, with special 
equipment for use with a particular purpose policy 
provision popular with prospects. 








Such was the last half of our 1929 calendar. We 
had a good summer, thank you, and hope you had 


the same. 
The 


Franklin Life Insurance Company 
Springfield, Illinois 

















43.8% Gain in 1929 | 


Every month of the 
first half of 1929 con- 
tributed a new all-time 
monthly record of produc- 
tion by the Company in an 
Expanding Mood. Nine- 
teen Thirty will be another 
great year, with still greater 
opportunities for its field- 
men. 








CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 








Home Office: Sacramento 


a 





























GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 


President Secretary 


Successor to 


GLOBE MUTUAL LIFE 
INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, FOUNDER 


as 
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1851 1929 


BERKSHIRE LIFE 
INSURANCE CO. 


In establishing connections with a 
life insurance company, the personal 
equation of its official family is of 
paramount importance to the pros- 
pective agent. The Berkshire Life 
Insurance Company of Pittsfield, 
Massachusetts, has a _ well-earned 
reputation for a co-operative spirit 
between the Home Office and the 
Field Force that is of inestimable 
value to the success and happiness 
of its representatives. 





“Ask Any Berkshire Agent’ 


Berkshire Life Insurance Company 


PITTSFIELD, MASSACHUSETTS 
Incorporated 1851 
Fred H. Rhodes, President 
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Life Insurance Now 
Attracts Talent 





Successful Business Men of 
All Lines Interested, De- 
clares Holcombe 





Tells How to Sell Job 





General Agents of Philadelphia 
Study Problem of Recruit- 
ing New Men 


The life insurance profession has 
never had as good an opportunity to 
bring so many good men into the life 
insurance business as it has today, 
John Marshall Holcombe, manager of 
the Life Insurance Sales Research 
Bureau, declared at the second man- 
agers - class - luncheon - meeting of the 
Managers Committee of the Philadel- 
phia Association of Life Underwriters 
at the Bellevue-Stratford, Philadelphia. 

He went on to say that the stability 
of life insurance had been impressed on 
the minds of business men and that 
it was never as highly thought of as 
today. That today, life insurance was 
at its highest point and the oppor- 
tunity offered managers to get high- 
grade men at its greatest. That men 
who five years ago would never have 
listened to a general agent endeavoring 
to sell him a job as agent, today not 
only would listen but would give him 
the chance to make him listen. 

His subject was “Selling the Job to 
the Agent,” and he was in such good 
form that the interested managers and 
general agents present forced him to 
speak for half an hour over his sched- 
uled close. 

He started off by saying that when 
the general agent approaches a man 
with the idea of selling him a job as 
an agent, he should let flow a long 
string of reminiscences. Instead, he 
should be brief. He should have a 
certain definite outline of what he 
wants to say and should have a certain 
inflexibility that will allow him to fit 
that outline to the individual. 

“Your first real contact with the new 
man,” he said, “should be regarded as 
a forerunner of relationship that will 
wind up in the signing of a contract.” 

He went on to say that the general 
agent should never remark at the first 
interview that the man should go into 
the business. Nor should he allow the 
new agent to become disillusioned by 
painting the business as a bed of roses. 

The general agent should make a 
short talk, hit the main points and 
make the man want more. The key- 
note of selling the agent the job should 
be a slow, gradual process. 
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If you are unable to complete pay- 
ments, you receive a fair settlement 
of your equities. 

Should you be permanently dis- 
abled, you receive a definite income 
regularly, and your insurance is con- 
tinued without further payment. 

If financial accommodation is 
needed, your policy can be used to 
tide you over. 

Your beneficiary will receive in 
full the amount you have decided 
upon, no matter how few payments 
you have made. 


A mutual company re- 
turning annual divi- 
dends, and offering a 
policy for every need. 

















In these days of stress Life Insurance 
is the Safest Investment 


Ideal Savings and Investment Plan for Average Person 


If you live, you will receive the 
amount yourself. 

To thousands life insurance, used 
as a savings and investment plan, is 
giving financial independence. From 
the viewpoint of availability for 


every individual, safety and per- 
manent value, certainty of return, 
easily carried cost, and control by 
the investor,—it is a solid rock on 
which to build personal and family 
security. 











Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
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Big Increase for Month 


A 46 per cent gain in production for 
the month following the stock market 
crash over the same period last year 
was registered by the White & Odell 
Agency, Inc., state agents of Minnesota 
for the Northwestern National Life of 
Minneapolis. The agency’s volume is 
divided about equally between the Twin 
Cities and outside, with the gain show- 
ing about the same in city and country 
territory. 


Another Who Qualifies 


Among the names of those carrying 
$50,000 or more of life insurance 
which were omitted from The Prominent 
Patrons Number of THE SPECTATOR 
was that of Karl V. Madden, General 
Agent of The Penn Mutual Life In- 
surance Company at Davenport, Iowa. 
Mr. Madden is one of those who thor- 
oughly practices what he preaches, and 
he now carries $60,000 worth of life 
insurance. 





| 











Its traditions and ideals have i 
been built on the motto of 
“Reliability,” and as such has 
| earned the name | 
of 


“THE OLD RELIABLE” 


Founded 1850 


654 Madison Avenue at 60th Street, New York, N. Y. 
THOMAS E. LOVEJOY, President 


The 
Manhattan Life Insurance 
Company 
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Life Insurance Company “Virginia 


Richmond, Virginia 


ONDITIONS change. Entirely 


new policies are needed as years 
Incorporated 1871 


pass to fit new insurance requirements. 





Insurance in Force 


| Over $349,000,000 


Issuance of new policies is therefore 


a measure of a company’s desire to keep 





pace with new conditions as they arise. 
Admitted Assets 





Our new policies are demonstrating Over $61,500,000 
their value now in increased business 
and in the enthusiasm of our agents. Payments to Policyholders in 1928 


Over $4,500,000 





PHILADELPHIA LIFE Total Payments to Policyholders Since 


Organization 


INSURANCE COMPANY Over $51,500.000 


111 North Broad Street 


PHILADELPHIA, PA. JoHN G. WALKER Braprorp H. WALKER 
Chairman of the Board President 
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“It Is the Most Easily Sold 
Policy I Ever Saw” 1928 


That is what an experienced agent, new with the Greatest Year in the History of 
National Life, says about the Universal Policy. The 


records being made by a host of new agents and a lot of 
old ones lead us to believe this statement is correct. I HE COLONI AL 
The Universal Policy and the National Life Company 
offer these advantages to the policyholder and the 


t— 
= For the Policyholder: with 


Company is purely mutual. over 500,000 Policies in force 

Policies are participating. 

After the first year, limited payments and Endow- 
ments pay face of policy plus everything deposited over 
—s Life rate for death during premium paying 
period. ; alle 

Men and women risks written same rate. One Hundred and Five Million Dollars 

Unusually low premium. 

Limited Payments and Endowments can be changed 
without examination to lower premium forms at original We issue straight life, endowment, double 
































Insuring over 





Se paaie nem. indemnity and disability policies, thus af- 
| Children’s Educational Policy. fording protection for the whole family— 
Expectancy Term policy. children and adults—through our Industrial 


For the Agent: and Ordinary departments. 
Free Direct Mail Advertising service. 


Sales Promotion Department to help agents. : ; : ) 
Non-medical privileges. A Strong and Efficient Organization Devoted 
Fine working agreement with liberal first year and . . 
cacaiah saan to the Best Ideals of Life Insurance Service 
An exclusive new policy with features and benefits not 
found in any other one standard life insurance policy. 


Tie up with a real human insienion. THE COLONIAL LIFE INSURANCE C0. 
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NATIONAL LIFE COMPANY of America Home Office, Jersey City, N. J. 
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Cleveland Life Underwriters 
Have Interesting History 


Organized in 1889, This Progressive Association 
Is One of the Oustanding Organizations 
in the United States 


to all general agents and man- 

gers in Cleveland, calling a meet- 
ing to consider the formation of an 
Association of Life Underwriters in the 
city. The following quotation is taken 
from that letter: “It is to be hoped 
that there will be a full attendance and 
that preliminary measures may be in- 
augurated for the speedy formation of 
a Life Underwriters Association in this 
city which shall result in giving the 
business of life underwriting a stand- 
ing such as it never before held, and in 
securing mutual benefit and protection.” 
It is both interesting and gratifying to 
have seen the hopes and ambitions so 
expressed by a few men in 1889 come to 
such a full realization. 

The association has grown year by 
year in size and service. Today there 
are over 500 members and an associa- 
tion office, directed by George H. Tho- 
baben. The activities include every- 
thing that may concern the business 
itself or any employed in it in Cleve- 
land. However, the original principles 
are still the main ones. 


Contact with Public 


The buying public receives much at- 
tention from the association office. 
Calls come frequently from individuals 
seeking advice regarding companies, or 
facts substantiating statements by 
agents. A phase of essential relation to 
the public is the cooperation with Cleve- 
land’s Better Business Bureau and 
Chamber of Commerce. All life insur- 
ance problems presented to these or- 
ganizations are in turn sent to the asso- 
ciation for solution. 

A recent achievement pertaining to 
the public is an advertising campaign. 
Advertisements appear weekly in one 
of Cleveland’s daily papers. This cam- 
paign is of a purely institutional type 
and is largely devoted to educational 
features. 

The other principle laid down in 1889 
was the idea of mutual benefit. Con- 
stant effort is made to increase activi- 
ties which will influence for good. 

That education is stressed is evident 
by a school for new agents which was 
successful this year. The Supervisors’ 
Group worked out the plan and sched- 
ules and had them approved by Dr. S. S. 
Huebner. They gave aseries of lectures 


O N April 19, 1889, a letter was sent 
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to a class of sixty-five students, each 
supervisor in turn leading the class on 
one occasion, on the subject for which 
he was particularly fitted. Agency heads 
throughout Cleveland enrolled their 
new men. 


Attention to Agency Prospects 


It has long seemed a desirable ser- 
vice to get new agents in the business 
into the association at once. This year 
the guest privilege plan was adopted 
and is operating successfully. Every 
agent entering the business is granted 
membership privileges on a guest basis 
for six months, with the understanding 
that beginning the seventh month he 
accept a paying membership if voted in 
by the usual manner of accepting mem- 
bers. This has come to be a real ser- 
vice to agency heads. It gives their new 
men opportunity for contacts and edu- 
cation as well as a feeling of “belong- 
ing” to the fraternity. 

Monthly meetings will always be an 
important activity. Great care is used 
to invite men of national reputations 
for accomplishment. It is indicative of 
the spirit in our business that they 
come and present their own money- 
making ideas to the audience. These 
meetings are now attracting more of 
the membership than ever before. The 
world today demands specialists in 
every line and life insurance is no ex- 
ception. Competition for the public’s 
dollar is keen and the insurance sales- 
man of today must know his business, 
he must keep up to date, he must have 
a never-ending source of supply for 
new ideas. Through the medium of 
the association, he gets those ideas, 
maybe, from one of the speakers, or 
from one of his fellow members. 


The Monthly Bulletin 


One activity that is gradually ingra- 
tiating itself into importance is The 
Cleveland Anchor, the association’s 
monthly publication. Under its present 
editor, Mr. Thobaben, it is continually 
being improved in size, appearance and 
value. It is widely read and much ap- 
preciated by the membership. 

Great emphasis is placed on ethics in 
Cleveland. A high standard of conduct 
is universally accepted as being more 
desirable and profitable. The influence 
against rebating, twisting, misrepre- 
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senting and other abuses is so strong 
that transgressors are few. 

Cleveland takes great pride in the 
fact that it has furnished the life in- 
surance industry capable men. In the 
year just closing the Cleveland asso- 
ciation has furnished the Ohio asso- 
ciation with its president, J. E. Mur- 
ray; the National association with its 
assistant managing director, M. L. 
Hoffman, and the National association 
also with a new trustee, E. B. Hamlin. 

So the precepts of creators of the 
association are followed. In general, 
one might say that the Cleveland Life 
Underwriters, Inc., tends to make 
Cleveland a very desirable place to en- 
gage in the life insurance business. 

Vernon Kroehle, president of the as- 
sociation, recently contributed the fol- 
lowing words of appreciation and inspi- 
ration to the membership through the 
columns of The Anchor: . 

“I express thanks and appreciation 
to those men who contribute their time, 
energy and ability to the affairs of the 
Cleveland Life Underwriters, Inc. 

“To me the name, Cleveland Life 
Underwriters, is‘'a symbol. It stands 
for everything that goes to make the 
life insurance business a happy and 
profitable one. 

“In reality, however, it is a clearing 
house for innumerable individual prob- 
lems; each, regardless of its relative 
significance, requires time and ability 
applied to it. 

“Our business in Cleveland is blessed 
with the good fortune of having so 
many men who will apply themselves 
to the solution of all problems. 


Officers and Directors 


“I feel that I can be forgiven the 
very occasional feeling of resentment I 
have for the man who conducts his life 
insurance business in Cleveland on the 
basis of the ‘Lone Wolf.’ ” 

The association offices are located at 
1636 Union Trust Building. The officers 
and directors of the association are as 
follows: President, Vernon Kroehle, ' 
Mutual Benefit; first vice-president, 
E. R. Ferguson, Mutual Life N. Y.; 
second vice-president, Walter E. Baker, 
Penn Mutual; treasurer, Fred A. Wei- 
ner, Equitable N. Y. 

Directors—Karl G. Gumm, Peoria; 
Lloyd Hagerty, Phoenix; Flamen Ball, 
New York Life; Homer C. Cross, Pru- 
dential; William L. McPheeters, Union 
Central; R. B. Coolidge, Aetna. 

Advisory Board—F. L. Klingbeil, 
Prudential; E. A. Darmstatter, Massa- 
chusetts Mutual; H. G. Wischmeyer, 
John Hancock; John H. York, State 
Mutual; Harold Pearce, Guardian; John 
S. Marsh, Northwestern; E. J. Strick- 
land, Philadelphia; W. H. Smith, New 
England; John W. Davis, New York 
Life; E. P. Moulton, Travelers. 
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Western Reserve Life in 
New Home 





Ten-Story Building Bearing Name 
of Company Scene of House 
W arming 


The Western Reserve Lite Insurance 
Company of San Angelo, fex., had a 
“home coming” celebration last week 
when it invited all its policyholders and 
other friends to be its guests in its new 
ten-story home into which it had just 
moved. Thé local papers reported that 
“literally thousands” responded to the 
invitation, some coming from neigh- 
boring and distant towns and cities. 

The Western Reserve states that it is 
yet too young to have any ambition to 
own its own building, but is proud of 
the fact that the building was erected 
by one of its charter directors, who 
named it for the company and for- 
mally dedicated it as “The Western Re- 
serve Life Insurance Building.” The 
company has leased the tenth floor. 

The Western Reserve Life Insurance 
Company issued its first policy Novem- 
ber 10, 1927, and to date has approxi- 
mately $6,000,000 of busmess in force. 

The officers are William M. Hemp- 
hill, president; Ira G. Yates, vice-presi- 
dent; Dodd Price, vice-president; G. A. 
Broome, vice-president; A. F. Ashford, 
active vice-president and agency man- 
ager; George E. Webb, treasurer; J. A. 
Thomas, general counsel; W. O. King, 
secretary, and Dr. S. J. Burleson, medi- 
cal director. .. 








Greatest Selling 


Plan Known 
All About it for the Asking 
Write 


The Spectator Company 
243 West 39th Street 
New York 
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Western Reserve Life Building 








To Speak on Wills and Trusts 


V. W. Kenney, manager of the Bos- 
ton agency of the Connecticut Mutual 
Life, will address the Life Underwriters 
Association at Springfield, Mass., on 
the evening of Dec. 9. He will speak 
on “The Uses of Wills and Trusts in 
Life Insurance.” 


Conn. Mutual Club. Helps Poor 


Following the custom of the last 
seven years, the members of the home 
cffice staff of The Connecticut Mutual 
Life Insurance Company sent out 
Thanksgiving baskets to families in 
want. Past offerings have been very 
gratefully received, and have filled 
such a pressing need that the entire 
home office staff cooperated again this 
year in making up twenty-three com- 
plete baskets. They were delivered to 
families whose names were supplied by 
the Visiting Nurse Association. 


Noiseless Skyscrapers Mark 
New Building Era 





New York Life Building Cited as 
Example of Ultra Modern 
Trend in Construction 


Great modern office buildings which 
will: be completely soundproof and which 
will have elaborate pneumatic tube sys- 
tems, mechanical ventilating systems, 
huge refrigerating and vacuum clean- 
ing plants, and other scientific inno- 
vations, are prophesied in an article in 
The Scientific American. 

Describing the New York Life Insur- 
ance Company building on the site of 
old Madison Square Garden as an exam- 
ple of the new era in building construc- 
tion, the author states that more than 
600,000 square feet of ceiling in this 
building have been covered with sound- 
proofing material, while nearly eight 
miles of pneumatic tubing are used in a 
carrier system which stretches upward 
and outward through the quarters of 
the company like the nerves of some 
great giant. 

The building is equipped also with an 
extensive vacuum cleaning system which 
carries dirt and dust from all floors 
through concealed pipes to a_ special 
tank in the basement, and a 100-ton 
refrigerating plant which supplies cool 
drinking water on every floor, as well 
as preserving food in storage. 


Colorado Life in Texas 


AUSTIN, TEX., Nov. 29.—The Colorado 
Life Company of Denver, Colo., an old 
line life, health and accident company, 
has been granted a permit to do busi- 
ness in Texas. This company was li- 
censed by the Colorado Department of 
Insurance, Nov. 8, 1927, with paid up 
capital stock of $100,000. A complete 
statement of its business to Oct. 15, 
1929, the date of its application to do 
business in Texas, was filed with the 
Texas Insurance Commission, showing 
that it then had outstanding insurance 
to the total amount of $3,912,000. 








The Lincoln National Life office in your bown offers 
Complete Brokerage Coveraga / 
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Reliance Life Plans Two Big 
Conventions 





One Group to Visit Havana While 
Another Is Scheduled for 
British Columbia 


The national field organization of the 
Reliance Life Insurance Company of 
Pittsburgh is intent upon showing a 
marked increase-in paid business this 
year to assure two conventions pro- 
posed to be held by the company next 
spring. One for the Eastern Division is 
planned in Havana, Cuba, in April and 
the other for the Western Division is 
planned at Vancouver Island, British 
Columbia, in May. 

In connection with the Havana con- 
vention, the Wilson Slick Agency of 
Reliance Life at Johnstown, Pa., has 
formed a convention club composed of 
the members of the agency who quali- 
fied for the company’s regional con- 
vention held at Bigwin Inn, Lake of 
Bays, Canada, last July. It was for- 
mally organized with the adoption of a 
constitution and by-laws and election of 
officers. Its purpose is to promote so- 
cial, educational and business better- 
ment of the, entire agency, and it is 
planned to be a permanent group. Ad- 
mission to it can be obtained only 
through qualification for a Reliance 
Life convention. The charter members 
of the Wilson Slick convention club are: 
I. E. Slutzker of Altoona, president; 
John F. Metz of Windber, vice-presi- 
dent; Maurice Segel of Johnstown, sec- 
retary; Philip Wayne of Altoona, treas- 
urer; Wilson Slick, manager of the 
agency; Roy Mulhollen, agency cashier, 
and Dan R. Schnabel of Johnstown. 





The ten leading representatives of 
the Reliance Life Insurance Company 
of Pittsburgh have paid for a total of 
approximately $5,000,000 of new busi- 
ness so far this year. In order of pro- 
duction, they are Saul Alexandre of 
Pittsburgh, G. V. Cleary of Illinois, 
M. D. Lewis of San Antonio, Tex., An- 
thony Petrilli of Pittsburgh, P. F. 
Sheedy of Pittsburgh, N. W. Brum] of 
Cleveland, H. I. Rosenberg of Balti- 
more, I. E. Slutzker of Altoona, A. T. 
Ninness of Pittsburgh and I. B. Jacob- 
son of Baltimore. 


Leroy A. Lincoln 
First Vice-President, Metropolitan Life 


Leroy A. Lincoln Becomes 
Metropolitan Director 





First Vice-President Fills Va- 
cancy Created by Resignation 
of Alfred E. Smith 


The vacancy created in the direc- 
torate of the Metropolitan Life Insur- 
ance Company by the resignation of 
former Governor Alfred E. Smith has 
been filled by the election of Leroy A. 
Lincoln of Glen Ridge, N. J., first vice- 
president and general counsel of the 
Metropolitan, as a director of the com- 
pany. 

Mr. Lincoln, who has been associated 
with the Metropolitan since 1918 as 
general attorney and general counsel, 
was made first vice-president and sec- 
retary to the board last March at the 
time Frederick H. Ecker succeeded to 
the presidency. He is a native of New 
York, being the son of Charles Z. Lin- 
coln, who was legal advisor to Gov- 
ernors Morton, Black and Roosevelt. 

He was graduated from Yale College 
in 1902 and practiced law in Buffalo, 
N. Y., until 1915, when he became 
counsel to the New York State Insur- 
ance Department. 
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Alabama Farmers Purchase 
Group Insurance 





Plan-Fostered by Farm Bureau 
Federation Permits Cover- 
age for Entire Families 


BIRMINGHAM, ALA., Dec. 2.—More 
than 3500 Alabama farmers have taken 
out life insurance under the group 
plan fostered by the Farm Bureau Fed- 
eration. This is a new service offered 
to farmers. 

The farmers’ policies are being writ- 
ten by Protective Life of Birmingham. 
Under the plan worked out all farmers 
45 years of age and under received a 
$200 policy; those 46 to 50 years, $160;. 
51 to 55 years, $120; 55 to 60 years, 
$80; 61 to 65 years, $60; and 66 and 
up, $40. 


GERMANY! 


Organiser 
for 23 years in insurance business 
wishes to represent American Com- 
pany in Germany. Perfect in English 
and French. 


G. Ohlmann, Leipzig, Steinstr. 14 


However Hard 


a Life Insurance Agent 
may work to produce bus- 
iness, his chances of suc- 
cess are better when he 
represents a fine old insti- 
tution such as the 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quarters 
of Insurance in Force 








THE SERVICE LIFE INSURANCE COMPANY 


LINCOLN, NEBRASKA 


DESIRABLE TERRITORY 


TOP COMMISSIONS 


POLICIES THAT SELL 
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Do YOU RECOGNIZE THIS GUY 
“BiG HEARTED AL”? 
HELIVES RIGHT IN YOUR TOWN 


Every town has its “BIG HEARTED AL’—YOU think 
of him, as do all of his neighbors, just as is told of this 
fellow—only you don’t want to tell him so to his face. 


Hand him a copy of this booklet—don’t you say a word— 
just sit back and watch his facial expression while he reads 
it. He can’t resent a word of the story and the chances are, 
when he has finished with reading it, he will return to you 
and ask: “What would ’steen thousand cost me, at my age?” 


The SPECTATOR feels that it is extremely fortunate in being able to offer such a classic to the 
field force, and, that it may enjoy the widest possible circulation, we are publishing it in pamphlet form 
in an attractive style. 























THIS IS BY H/T. G. HOFFMAN 


Who are also authors of “Read ’em & Weep” 
“A Hell of a Fellow” “An Illustrated Story Without Pictures” etc. 


THE SPECTATOR COMPANY 
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“In This Way We Measure” | | The Closing Chapter 


A LIFE INSURANCE COMPANY may well 


measure its success by the good it performs rather Like the final chapter of a thrilling story, Decem- 


ber brings to a climax an eventful year for Peoria 


than by great size. Through eighty-six years THE Life agents. During 1929 they have made a continu- 
Murua. Lire INSURANCE CoMPANY or New York, the | ous succession of temarkable records, achieved the 
5 : greatest progress and gain by far in the history of 


“first American Company,” has measured its success by the Company. 
the scope,.manner and degree of its service. In such a 
ee : : _ Appropriavely, Peoria Life agents close this splen- 
way it is measuring now as its service broadens. did year with the most characteristic of all Peoria 
Life observances—Policyholders’ Month. Policy- 
nk é es Sete holders’ Month is a concerted, organized activity by 
dividends, income settlement provisions, Disability and the Peoria Life and all of its agents working to- 
Double Indemnity Benefits, and prompt payments and gether, to avail Peoria Life policyholders of the 


. : ng maximum usefulness of life insurance. 
practices for convenience of members are embraced in its 


Issuance of contracts of all standard forms, substantial 


present service. This month, Peoria Life agents throughout the 
: land carry the message of Policyholders’ Month, 
It welcomes as field representatives those who know |f bring personal greetings, and place all of their com- 








that success is according to the natural law of compensa- ig — at the agp gn of “7 a. 
: ° ers. Primarily a campaign of service, Policyholders 
tion—that the best comes to those who give out the best Seush: went. assy temas eek ee a 
of themselves. agents. Their effective efforts to be helpful are 
amply repaid in good will created, suggestions pro- 
posed, recommendations freely offered. Peoria Life 
agents again realize the advantage of their Com- 


The Mutual Life Insurance Company pany’s fundamental policy of Service to Agents and 


Service to Policyholders. 























es ra 





of New York 
34 Nassau Street New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT , ; 
‘ae Renee x. seem Peoria Life Insurance Company 





PEORIA, ILLINOIS 
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Manager of Agencies | 
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A Ripple in the Nation’s Reservoir 


Hugh D. Hart Tells Life Underwriters That Current 
Speculative Losses Amount to One-Third 
of One Per Cent of Capital Income 


amount of shrinkage—paper shrink- 

age—that took place in the recent 
decline of stocks that were listed on 
the New York Stock Exchange, 
amounted to approximately $15,000,- 
000,000. There has been thus far a 
partial recovery in those prices. Now 
this $15,000,000,000 of paper shrinkage 
sounds like a very alarming figure. I 
want to analyze that figure just a mo- 
ment. We have heard a great deal about 
paper profits, the instability of paper 
profits, the insecurity of paper profits, 
the unsoundness of computing as ac- 
tualities, unrealized paper profits. But 
nobody has ever said anything about 
the unreality of computing as actuali- 
ties, unrealized paper losses. There- 
fore, if we say that there was a theoreti- 
cal shrinkage in the value of securities 
in this country at the bottom of the 
recent crash, of a maximum of approxi- 
mately $15,000,000,000, it is the basest 
of pessimism to assume there was an 
actual loss of $15,000,000,000, because 
in the first place the intrinsic value of 
those securities is perhaps as great to- 
day as it was before the crash. 


I: has been estimated that the total 


Proof of Value 


It is the intrinsic value and not the 
price that a thing will fetch, that in 
the final analysis, should constitute its 
real worth. But let us say that the 
American people have suffered an 
actual loss on sales of stocks that were 
sold at prices lower than they paid for 
them, of 50 per cent of the total paper 
shrinkage. That is, that we have ac- 
tually suffered a capital loss of $7,500,- 
000,000 in the recent decline. 

There are two very marvelous stabil- 
izing factors in this situation, to which 
I wish to allude. The first is that the 
American people have an annual income 
that approximates $100,000,000,000. 
Now if there was a capital loss of 
$7,500,000,000, the yield on _ those 
stocks would not average in excess of 
5 per cent. Therefore, the loss in in- 
come to the American people might 
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be computed as 5 per cent of $7,500,- 
000,000 of realized losses, which is ap- 
proximately $375,000,000. Now if you 
consider that our annual income as a 
people is approximately $100,000,- 
000,000, it is not as serious a matter 
as some of us have, in our gloomy 





The accompanying address by 
Hugh D. Hart, vice-president of 
the Penn Mutual Life Insurance 
Company of Philadelphia, was 
delivered at the November lunch- 
eon of the Boston Life Under- 
writers Association, held at the 
Boston Chamber of Commerce, 
when over five hundred life in- 
surance men, bankers and brokers 
listened to him talk on “Life In- 
surance and the Present Situa- 
tion.” This meeting was pro- 
nounced the biggest, most inter- 
esting and beneficial that has 
been held by the Boston Asso- 
ciation this year. It was broad- 
cast over “WEEI,” the first time 
a life insurance meeting has ever 
been handled in this way from 
Boston. The reception was re- 
ported good and widespread and 
favorable comment has come into 
the Association offices. Mr. Hart’s 
searching and optimistic analysis 
of business conditions was the 
outstanding feature of the meet- 
ing.—Editor’s Note. 











moments, conceived it to be, that we 
should lose a little more than one-third 
of one per cent of our total national 
income. 

Now the second stabilizing factor to 
which I wish to make allusion is the 
fact that the American people are car- 
rying a financial reserve of $100,000,- 
000,000 of non-perishable non-declin- 
able, non-panicable life insurance. And 
if we may theoretically set aside $15,- 
000,000,000, thinking of this question 
in national rather than in individual 
terms, if we theoretically set aside $15,- 
000,000,000 of the $100,000,000,000 of 
life insurance that is carried, to offset 
the $15,000,000,000 paper shrinkage in 
the values of securities, the American 


people still carry a margin, if we may 
use technical terms, a margin of $85,- 
000,000,000 of life insurance yet. And 
it is a great thing for the national 
stability that in the period that we 
have just passed through, with hectic 
speculation, that the prudential char- 
acter of its people has manifested it- 
self by the accumulation of that vast 
reservoir of more than $100,000,000,000 
of life insurance. 


Two Types of Prophecy 


There are two types of prophecies 
that are going the rounds today. I 
shall very carefully refrain from at- 
tempting prophecy. One prophecy is 
that we are going to have bad business 
conditions generally in this country. 
The other prophecy is, and it is sup- 
ported by eminent authorities, by the 
authority of such men as Mr. Rocke- 
feller, and Secretary Mellon, and 
our great president, Mr. Hoover, that 
business conditions are basically sound. 

Today I shall not say, because I do 
not know, whether we are going to 
have bad general business conditions, 
or whether we are going to have good 
general business conditions. We all 
have our opinions on that. But I am 
going to assume, for the moment, and 
the assumption does not in any way 
represent my real feeling in the matter, 
that we may have something of a cur- 
tailment of the excessive prosperity 
that we have enjoyed in the last two 
years. If we had something of a cur- 
tailment of that nature, we still would 
be far above normal, but on the as- 
sumption that the pessimistic prophets 
are correct, then the question that is 
interesting to the life insurance men 
that I see before me today is, what 
will be the effect of the present situa- 
tion on the business in which you and 
I are engaged? How does the pres- 
ent situation and the anticipated fu- 
ture situation affect life insurance? 

We have rather catered to the idea, 

(Concluded on page 49) 
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(With Apologies to Dickens) 
By E. S. BANKs 


could be no doubt. For hadn’t 

Mrs. Marley just called up 
Scrooge to tell him that she would be 
at his office on Monday for her share 
of the partnership of Scrooge & Mar- 
ley? 

Ebenezer Scrooge was in no happy 
frame of mind when his nephew called 
to wish him “A Merry Christmas.” 

“Christmas,” fumed Scrooge, “it’s all 
humbug.” 

“Why, uncle,” said his nephew, “how 
can you say such a thing? Here it is 
Christmas Eve, with the Christmas 
spirit filling everyone with love for his 
fellowman. The rich man gives to’ the 
beggar, the poor man helps those still 
poorer. And, if you and Marley had 
carried business partnership insurance 
(for Scrooge’s nephew was an insurance 
agent) my company would have given 
you a nice Christmas present today.” 

“Bah,” said Scrooge, his red face 
getting still redder and his thin lips 
still thinner, “all humbug. Only fools 
believe in Christmas and buy insur- 
ance.” 

“Merry Christmas,” said the nephew, 
“and a Happy New Year to you, Uncle, 
and the same to you” (this to Herman, 
Serooge’s bookkeeper, cashier and gen- 
eral utility man, who sat stooped over 
his desk). 

After his nephew had _ departed, 
Scrooge sat for a while in silent thought. 
Outside the rain was falling and a heavy 
fog made the day like a Stygian night. 
Seemingly from afar a clock boomed 
out the hour. One—two—three—four— 
five. Herman, began to tidy up his 
desk. Scrooge looked up at him. 

“Guess you want the whole day off 
tomorrow, don’t you?” he asked. “Don’t 
see why you should. But I guess I'll 
have to give it to you. And don’t you 
forget to come in earlier the following 
morning.” 

Herman ran all the way home, for he 
had his Christmas tree still to trim. 
He must be Santa Claus for his two 
little kiddies. 


M ARLEY was dead. Of that there 


II 


UTSIDE it grew even darker. Nev- 
QO ertheless, Scrooge turned out the 
lights in his office, for electricity cost 
money. . . . He awoke with a start to 
hear a clock striking the hour of mid- 
night. 
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Into his office floated a white spirit. 
Scrooge blinked, started to say hum- 
bug and changed his mind. 

“I am the Spirit of Fidelity Insur- 
ance,” quoth the spirit, “the first of 
three spirits to visit you this night and 
show you the evils of your ways so that 
your future days may be made hap- 
pier.” 

Soon Scrooge found himself floating 
in the air. There he was looking at 
himself sitting at his desk. He was 
worried. His face looked gray. And 
there was good cause for it, too, for 
Herman had absconded the night before 
with $50,000 and Scrooge found him- 
self bankrupt, faced with the bitter 
thought of starting life anew at forty- 
five. 

“There,” said the Spirit of Fidelity 
Insurance, “is what may happen to you. 
There is the argument for your bond- 
ing your employes. Temptation is some- 
times even too strong for trusted em- 
ployes.” 

And then Scrooge was in his home, 
watching burglars taking everything of 
value. His house was stripped clean. 

“You wouldn’t pay a few dollars a 
year for burglary insurance,” said the 
Spirit of Fidelity Insurance, “and now 
you will suffer a loss of several thou- 
sand dollars. Now I leave you.” 


III 
CROOGE was back in his office. A 
clock struck the hour of one. Then 
—appeared the second spirit. 
“T am the Spirit of Fire Insurance,” 
he said. “Come with me.” 
Once again Scrooge was flying 
through the air. His warehouse was on 


fire. He watched it burn to the ground, 
wiping out all his capital. 

“God,” he groaned, “what a fool I’ve 
been.” 

“And all for a few paltry dollars a 
year,” said the second spirit, leaving 
him. 

IV 
HE clock struck two as the third 
pene arrived on the scene. 

“TI am the Spirit of Life Insurance. 
I am going to show you where you are 
headed for.” 

And once more Scrooge watched 
himself sitting at his own desk, looking 
drawn and haggard. All the partner- 
ship capital he had had to pay to Mr. 
Marley’s widow for her share in the 
firm. 

“Because you wouldn’t take business 
partnership insurance,” said the Spirit 
of Life Insurance. 

And Scrooge watched himself watch 
his business go under. Capital was 
something unknown. Credit was with- 
held from him. Once more at forty- 
five he found himself starting life over 
again. Then the scene changed. Why, 
they were in the poorhouse. And there 
was Scrooge, sixty-five now, old and 
beaten, dependent upon the State for 
support. 

“Because you wouldn’t provide for 
your old age with life insurance,” said 
the Spirit of Life Insurance. 


V 
OMEWHERE a clock was striking 
three. But the sun was shining and 

Marley was booming “Merry Christ- 
mas” in his ears. Scrooge blinked his 
eyes. Why, Marley wasn’t dead after 
all. It was only a dream. Just then his 
nephew entered the office. 

“Merry Christmas, Uncle,” he said. 

“Not yet,” said Ebenezer Scrooge, 
“but soon. Now sit down and give me 
fidelity insurance, fire insurance, bur- 
glary insurance, life insurance, that 
business partnership policy for Marley 
and I, and every other kind of insur- 
ance you think I ought to have. Then I 
can have a Merry Christmas, free from 
worry and care.” 
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Scranton -Pittsburgh, Pa. 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
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66 UVVER, is Santa Claus coming 
M to our house?” asked little 
Susie one cold December eve- 

ning. 

“No, darling,” said Mrs. Morris, with 
tears in her eyes, “Santa Claus is in 
heaven this Christmas making the little 
boys and girls happy up there.” 

“Will he bring daddy something up 
there, muvver ?” 

Without answering, Mrs. Morris left 
the room to conceal her grief from the 
children. It had been only a few 
weeks since Mr. Morris was struck by 
an automobile and fatally injured. 

“Tony, will Santa Claus ever come 
back down here again?” Susie asked 
her precocious 10-year-old brother who 
was struggling with arithmetic. 

“Sure, Sis,” reassured her idol, in 
manly tones. “He’ll be here this year 
all right I guess. Don’t you worry about 
that. Better go to bed, Sis.” 

“Mother,” he said, after they were 
alone,” I’m going to start to work to- 
morrow so I can be Santa Claus for Sis, 
and after Christmas I can bring home 
money to you like dad did. Lots of 
boys have to quit school when their 
dad dies. I guess I can, too.” 


A Business Tragedy 


The following day he was yelling 
and selling the news on a busy corner 
where the winter wind almost swept 
him off his feet. Before the day was 
half over a rough bully with an armful 
of newspapers appeared on the corner 
and ordered him to vacate. When Tony 
continued to sell his wares the bully 
knocked him down, dislocating his 
shoulder and cutting his head on the 
curbing. 

It was a hard blow to Sister Susie’s 
Santa Claus. The first thing he said 
when brought home in bandages was: 

“Mother, who will be Sis’s Santa 
Claus now?” 

Mrs. Morris sighed dejectedly. “I’m 
afraid, dear, we must not expect to 
have-any Christmas gifts this year. 
There are so many debts to be paid and 
nothing to pay them with. Your 
father’s only savings were in life in- 
surance, and he dropped that after 
paying the premiums for three years. 

“But, mother, Sis must have a Santa 
Claus,” declared Tony, “even if it’s old 
Mike, the janitor. Why can’t we borrow 
some money somewhere?” 
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Sister Susie's Santa 
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“We will have to borrow to pay for 
our food and rent until I find work, 
darling. We must move to a cheaper 
flat at once.” 

Little Susie entered the room and 
handed a small envelop to her mother. 
“Here’s a letter to Santa Claus from 
me,” she explained, opening it to be 
read. “Old Mike wrote it for me.” 


Susie Writes a Letter 
This is what Mrs. Morris read: 
“Dearest old Santa: 
I love you like everything and I hope 
you won’t forget me this Christmas, 
even if you are visiting up in hea 


because I have been good all year ju. 


so you would come to see me like you 
always did. Mother says you will stay 
up in heaven for good and never come 
to my house again, but she must be 
mistaken because Tony says you will 
be here all right and all the other 
children down here are expecting you. 
But before you leave heaven please give 
daddy something nice for Christmas 
because he must be pretty lonesome up 
there without us, and you can give him 
something from me out of the stocking 
you are bringing to me. I don’t like to 
take you away from the children up 
there, but I can’t spare you and daddy 
both, so one of you please be sure to 
come to our house for Christmas. 
Your little friend, 

Susie.” 

Before Mrs. Morris finished reading 
the little letter it became blurred by 
her tears. Susie took it from her, 
neatly folded it and placed it up the 
fireplace chimney for Santa Claus to 
find when gathering his mail. 

“Don’t you hope he comes, muvver ?” 
she asked, puzzled at her mother’s 
tears. 

Mrs. Morris took the child in her 
arms and kissed her. “I’m afraid he 
can’t come this year, dearest.” 

“Then he’ll send daddy,” assured the 
child confidently, “because I told him 
to in my letter.” 

Christmas eve found the little family 
deep in gloom despite the beautiful 
white blanket of snow which trans- 
formed the outdoors into an _ ideal 
Christmas fairyland. Innocent little 
Susie could not understand why her 
mother and Tony were not bubbling 
over with happiness as she was. At 


the supper table she did all the talk- 
ing, describing in detail a walking doll 
and every gift that her father had 
promised to have Santa Claus bring 
her. 

While Mrs. Morris was washing the 
dishes a stranger came to the front 
door and asked Tony to call his mother. 

“Oh, I guess Santa Claus sent you 
here,” burst out little Susie, looking 
him over from head to foot. 

“Yes,” said the man, warming him- 
self before the fire, “I’m your Santa 
Claus this Christmas. Good evening, 
Mrs. Morris. I’m a representative of the 
National and General Life Insurance 
Company. I read in the paper about 
your husband’s death and had the case 
looked up at our home office. I find 
that what he’d paid on his policy with 
us and the interest on it, has been-sys- 
tematically credited on his premiums 
and has paid them up to a date about 
three weeks after his death. If you 
will sign this form I’ll be pleased to 
bring you a check for double the amount 
of the policy, as provided in the acci- 
dental double indemnity provision of 
his contract, and also a small additional 
amount of earned interest.” 


A Kiss for Santa 


Mrs. Morris’s breath was almost 
taken away. In her excitement she 
hugged the children and almost grabbed 
the man too. 

“Now you can have a Christmas tree, 
Susie, and all the toys you want,” ex- 
claimed Tony, dancing a jig with his 
arm in a sling. 

“I knew Santa wouldn’t forget me 
because I’ve been a good girl,” sang 
little Susie. “Please give this kiss to 
him when you get back up in heaven.” 
She surprised the embarrassed insur- 
ance man with a kiss and a hug. “And 
tell daddy, we’re all well. I guess you’re 
one of Santa’s helpers, aren’t you?” 

“Yes, little girl,” said the happy man, 
picking up his hat, “my business has 
been bringing a merry Christmas to 
little folks like you for many years. 
Mrs. Morris, life insurance is undoubt- 
edly, the greatest institution in the 
world. Good evening.” 

Five minutes later the grateful 
mother went down the street with a 
light heart to purchase a Christmas 
tree and gifts that brought joy to her 
little family. 
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Offices Equipped 


for Protection 
and Service 


Increased protection against 
property losses . . . com- 
bined with keen efficiency, smart- 
ness, and comfort are the quali- 
ties built into Art Metal Steel 
Office Furniture. 


Nor were these qualities 
achieved overnight. They had 
developed as your own business 
has grown, over a period of 
time. Art Metal has had forty 
years’ experience designing of- 
fice equipment. 


Art Metal engineers appreciate 
the needs of modern business. 
They plan to perfectly fill these 
needs. And their designs are 
wrought from enduring steel by 
master craftsmen. 


The results are desks with trim 
clean lines . . . smoothly 
working files . . ._ fire-safes 


that protect valuable records 
sanitary, fire resisting 
steel shelving. All units are 
finished with special enamels in 
natural wood grain or rich olive 
green. 


Add to this the fact that steel 
does not splinter, warp, or break. 
First cost is last with Art Metal. 


Office layout booklet : 
free. Send for “Office Stand- 
ards.” This new booklet con- 
tains helpful data on office lay- 
outs. We'll gladly send you a 
copy free along with any of the 
catalogs listed below. Just men- 
tion the ones you wish. 


1, Desks; 2, Steel Shelving; 3, 
Horizontal Sectional Files; 4, 
Plan Files; 5. Fire-Safes; 6, 
Upright File Units; 7, Counter 
Files; 8, Postindex Visible Files. 


THE ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 











1888—1929 
41 Years 


of Service 
to Business 
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$677 ’°M worrying more about the kid- 
dies than anything else just now. 
Two weeks to Christmas and no 
chance for Santa Claus so far as I can 
see.” Harvey sighed heavily. 

The children had gone to bed in that 
exemplary manner peculiar to children 
when Christmas is drawing near. They 
had no doubt whatever that Santa 
Claus would come. As they had ex- 
plained to Mother, when she gently 
hinted at possible disappointment. 
“We’ve both been very good Mother, 
and so Santa Claus is bound to come.” 


What could mother say? Could she 
shatter their glorious confidence? She 
couldn’t. Not just yet anyway. After 
all, there still remained two whole 
weeks to Christmas. Two weeks! 
Something might yet happen to avert 
the impending disaster! “You’re the 
best little children in the world,’’ she 
said as she sent them scampering off 
to bed. 


Thoughts at Christmas 


Philosophers and _ thinkers have 
pointed out that when misfortune over- 
takes us the focus of our grief often 
centers itself upon some relatively in- 
significant trifle. This was Harvey’s 
condition now. His partner had died; 
their young business threatened to 
come tumbling down like a house of 
cards, yet, perversely enough, the 
thought of his children’s. disappoint- 
ment at Christmas seemed to persist 
against other and more vital anxieties. 

The death of his partner had brought 
the creditors upon Harvey like a pack 
of hungry wolves. If they would only 
give him time! The day of reckoning 
was fixed for the 27th of December. On 
that day he must stand or fall. And 
he was sure to fall—the business—the 
very home they were living in would 
have to go. 

Twenty thousand dollars was needed 
to save him. Twenty thousand dollars 
just at this time would mean all the 
difference between success and failure. 
If. he could only raise the money the 
kiddies would have their Christmas— 
Santa Claus would come. 

Harvey could bear the loss of his 
business and so could his wife Mabel. 
They could understand, knuckle down 
and start again with a grin but to 
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disappoint the children was more than 
he could bear without a groan. 

“Let’s ring up your father and ask 
him to come over,” said Mabel. ‘“He’s 
such a dear and even if he can’t help 
very much, it will do you good to talk 
things over with him.” 

“T do not like to do that, dear, be- 
cause it’s money I need; nothing but 
money can straighten out the present 
tangle. He might think I was asking 
for money and I wouldn’t do that for 
anything. 

“Don’t be a silly,” persisted Mabel, 
“your Dad knows you just as well as I 
do and he wouldn’t think any such 
thing. In fact, he’d be terribly hurt if 
you don’t take him into your confidence. 
You mustn’t forget that we have the 
children to think of now. There is not 
just you and me. A solution must be 
found and I think that if you and your 
father get together you'll find it. 

* * * * * 


While Harvey and his father were 
talking things over downstairs, a 
memorable conference was taking place 
in the children’s bedroom. 

“Why doesn’t Daddy smile?” whis- 
pered Marjorie, “and why does Mummy 
ery sometimes when she thinks no one 
is looking?” 

“I think it’s financial worries,” re- 
plied Teddy, “but don’t interrupt, I’m 
thinking.” 

“What’s f’ancial worries ?” 

“You wouldn’t understand; you’re a 
woman and besides you’re only four 
years old.” 

“T would so understand, and I’m not 
a woman, I’m a little girl.” 

“Well,” said Teddy, three years her 
senior, “financial means money. I 
think they need money.” 


Figuring Daddy’s Problem 


A long silence followed as both con- 
centrated on Daddy’s problem, then 
eager whisperings broke forth. Excite- 
ment waxed high. Teddy came over 
and sat on Marjorie’s bed and they 
talked and talked. Finally a unanimous 
decision was reached. Teddy returned 
to his own bed and very soon both were 
fast asleep. 

* * * * * 

“T must think this thing over, my 
boy,” said Grandfather when he left 
that night. “Come and see me tomor- 


row afternoon and I’ll have something 
definite to tell you.” 

At four o’clock the next day Daddy 
sat in Grandfather’s study. 

“T’ll just run over the salient points 
to get them clearly into my head,” said 
Grandfather, “then I’ll tell you a little 
story. 

“Your partner is dead. He left no 
estate beyond his interest in your busi- 
ness—by the way, if it had been you 
instead of your partner, would your 
wife and children be any better off 
than your partner’s?” 

“No,” replied Harvey frankly, “every 
cent I have in the world has gone into 
my business and if my partner’s inter- 
est is withdrawn now, as it must be, 
I go to the wall. I’ll have to start-right 
at the bottom again.” 

“Yes, I thought that was the way 
things stood. Now listen to me for a 
few minutes while I tell you a story.” 


Grandfather’s Story 


“Many years ago there was a man 
who had a wife and one son whom he 
loved dearly. He was a hard working 
man and a prosperous man, and because 
he loved his wife and family he spent 
all he earned in his endeavor to make 
them happy. Before his son had com- 
pleted his first college term the man 
died and the son came home from col- 
lege. There was no estate. The 
mother and the son were penniless. But 
the son was not such a bad kind of a 
chap. He told his mother not to worry, 
and he set off to look for work. He 
found work and he worked hard and 
was moderately successful. His mother 
joined his father a few years later, and 
soon after that he married. He had 
learned a great lesson, however, and 
before he met his bride at the altar he 
took out a life insurance policy for $10,- 
000 to protect her in case he should die 
before he had accumulated enough 
money to make him independent. 

“A few years later he took another 
policy and for several years as his 
circumstances improved, he added to 
his collection of life insurance policies.. 

“This man also had one son whom he 
loved dearly.” 

Grandfather paused, he seemed to 
find it difficult to go on. After blowing 
his nose rather ostentatiously, he con- 
tinued musingly. 
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“Yes, my boy, he loved him very 
dearly. I am sure of that for I knew 
the man well. This son grew up to be 
a man. He went to college and re- 
ceived a good education. He entered 
business and fought his way without 
any aid from his father to a good posi- 
tion and a fair income. He saved 
money and he, too, married and became 
in due course the father of two lovely 
children. Suddenly this man was faced 
with a calamity which threatened to 
ruin him. His mother had passed away 
and his father was living alone in the 
home he had built many years before. 
The life insurance policies which the 
old man had taken out in his younger 
days to protect his wife were no longer 
needed for that purpose and when the 
assurance company notified him that the 
accumulations on the policies were of 
a sufficient amount to mature the poli- 
cies for their full face value, he with- 
drew the money—sixty thousand dol- 
lars—and invested it in Government 
bonds at 5 per cent interest, intending 
to live on-this interest during his life- 
time and leave the principal to his son 
when he died. When the calamity over- 
took the son, however, his father took 
council with himself and came to the 
conclusion that a moderate sum of 
money at that time would serve the son 
better than his whole estate at his 
death, which might not be for ten or 
twenty years. So he went to the In- 
surance Company. which had protected 
his family all those years and bought 
an annuity. You see, the sixty thou- 
sand dollars invested at 5 per cent 
brought in $3,000 a year which was 
ample for the simple needs and com- 
forts, and even luxuries, of the old 
man. He didn’t want any more than 
that, but he wanted that to be certain 
and secure for the rest of his life, so 
that he should never be a burden to 
his son. The old man was sixty-five 
years old and for less than one-third 
of his capital he purchased an annuity 
of $2,000 a year, the other two-thirds 
he left in Government bonds; they 
bring him in an income of $2,000 a 
year, which is $1,000 more than he 
needs. So he wants to give one-half 
of his Government bonds to his son, 
now, when it will be worth more to 
him than it will when his father dies. 


“Dear old Dad,” broke in Harvey, 
“T can’t tell you how much I appreciate 
your proposal, and yet I must refuse—” 

“Don’t be too hasty laddie,” said 
Grandfather, “you’re jumping to con- 
clusions. My intention was to offer 
to go into partnership with you. I 
will replace the twenty thousand dol- 
lars which is now being withdrawn, 
and in order to protect my interests, 
which will depend entirely upon you, I 
will insist upon you, as my partner, 
insuring your life for the total amount 
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of capital invested, and as I may be 
permitted, no doubt, to dispose of my 
share of the earnings in my own way, I 
will direct that it goes to pay the 
premiums on this Insurance.” 

* * o * * 

Christmas morning dawned bright 
and clear and the house was soon ring- 
ing with shouts of glee and peels of 
silvery laughter, for Santa Claus had 
come after all. 

The new company had been formed 
the day before and Grandfather had 
seen that all the conditions of the 
agreement had been fulfilled. The life 
insurance policies had been secured and 
Harvey had taken an additional policy 
to protect Mabel and the kiddies. 

The children had breakfasted early 





and when Daddy and Mother came into 
the dining room the first thing they 
noticed was a bulky and rather dirty 
envelope on Daddy’s plate. 

“What’s that?” asked Mabel. 

“T don’t know, dear,” said Harvey, 
although he felt a sudden pull at his 
heart strings as a suspicion flashed 
through his mind. 

They opened the envelope which was 
addressed in a childish scrawl “To 
Daddy.” From the handful of small 
silver coins which it contained, Harvey 
drew a crumpled sheet of paper on 
which, in the same, sweet characters 
was written: “For you Daddy—to 
bring back your smile so that Mummy 
won’t cry any more—Merry Christ- 
mas.” 





The Fundamentals Will Always 
Be the Same 


page of a New York Life Insur- 

ance Company rate book carried 
a definition of Life Insurance which is 
as true and strong today as the moment 
it was written. As Vice - President 
Thomas A. Buckner commented in the 
November 9 Bulletin issued by the 
company, referring to the article, “we 
have progressed a long way in the last 
forty-three years but I know of no more 
inspiring definition of the needs of life 
insurance.” The article follows: 

Life Insurance makes scientific ad- 
justment between the possibilities and 
probabilities, the accidents and averages 
of life. It enables the individual to 
merge his constant liability to death in 
the average longevity of the race, and 
to share in the productiveness of life 
in general, whatever may be his own 
fate. It discounts probability and gives 
certainty. 

In its adaptations to practical life 
and finance, life insurance enlists the 
cumulative power of small investments 
through long periods of time, and 
utilizes the far-off interest of prudence 
for present needs. It applies scientific 
method to those impulses of generosity 
which would otherwise encourage im- 
providence, and provides for the needs 
of all through the love of each for his 
own. It gives aifection a place to stand 
and a lever with which to work. It 
transforms forethought and good will 
into practical helpfulness and well- 
being. It enables us to realize for our 
loved ones the hopes we cherish for 
their future, which might otherwise be 
blighted by death. 

To the husband and father Life In- 
surance is duty, opportunity, partner- 
ship, with vast and indestructible forces, 


7 a half a century ago a 


guaranty of average success in a field 
where individual failures are sure to be 
many and disastrous. Under all Endow- 
ment and Accumulation forms, it is 
protection for loved ones during a term 
of years, and benefit to the insured in 
case of survival; it is manhood and 
middle age relieved from anxiety, and 
old age relieved from want. To the 
wife and mother it is protection, secu- 
rity, the fulfillment of marriage vows, 
the assurance of love stronger than life 
and over which death has no power. 
It bridges over the abyss of poverty 
that may at any time open for herself 
and her children, the fear of which 
causes many an anxious hour. To 
children it is guardianship, the pledge 
of support and of the continuance of 
educational and social advantages, until 
they are prepared to take up the bur- 
dens of life with adequate preparation 
and strength. 


[ | “| 
WANTED 


Direct connection with a life 
insurance company —also a 
liability, casualty bonding 
company and accident com- 
pany. Could also use life or 
other company connection in 
handling choice loans on city. 
property. 








Have responsible help con- 
nected with us and can fur- 
nish the best of reference. 
Reply to 


7.46 < 
Box 674, Pine Bluff, Ark. 
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T the close of the Armstrong 
Investigation more than a 
third of a century ago, the 

life insurance companies were 
shown to be sound and better 
equipped than ever before to 
carry on their great work. In- 
deed, the companies themselves 
had not realized before the test 
of this investigation how very 
strong they were. And consider- 
ing the almost insurmountable 
obstacles that had to be over- 
come in the early days of life 
insurance, the high purpose, the 
courage and the wisdom of the 
founders and early officers of 
these pioneer companies, will 
stand for all time as an example 
and an inspiration. 

Life insurance was not an ex- 
periment even in that day. There 
were at that time 30 odd “old 
line” companies in the field with 
10 billion of insurance in force, 
several of which companies hav- 
ing been in business for upward 

‘of fifty years. All were funda- 

mentally and financially sound 
from the first and had rendered 
a great service. 

Nevertheless, life insurance was 
then still in the making, and it 
was at this time that the greater 
service which life insurance was 
to render in the years to come, 
began. New laws for the better 
protection of the companies and 
their policy holders were enacted 
and policy contracts to fit every 
need and condition in life were 
devised. The agency ranks were 
filling up with able men, and new 
business was on the increase. 
That was the real beginning, and 
since that time life insurance has 
given to the world the grandest 
exhibition of service ever known. 
‘Through wars and epidemics, 
through periods of inflation and 
‘deflation, through panics and de- 
pressions, life insurance has 
moved steadily forward. 

The reason for this unparal- 
leled record can be expressed in 
the one word—SAFETY. Safety 
has been the backbone of life in- 
surance. The thousands of able 
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Confidence in Life Insurance 


Unquestioned Safety Always Has Been and 
Always Will Be Its Strongest Appeal 


By WILLiaM T. NASH 


agents have carried into every 
office and hamlet and home the 
message of safety for home and 
family, and the 100 billion of in- 
surance in force today is the 
public’s tribute to this cause and 
to those who have been faithful 
to their great trust. Js there to 
be found anywhere another such 
example of confidence as that 
shown by the people of this coun- 
try in their life companies? 


When Stocks Plunged 


But had the companies invested 
their policy holders’ savings, or 
any considerable portion thereof, 
in common stocks, would it not 
be a different story? At the time 
of the Armstrong investigation, 
the stocks of most of the standard 
railway companies were selling 
at high prices and were regarded 
by the public as the safest and 
best investments. A few years 
later many of these same proper- 
ties were in the hands of re- 
ceivers; dividends ceased and the 
common stocks had become al- 
most worthless. For example, 
some stocks which a few years 
previous had sold for almost $200 
a share and had not missed a 
dividend in fifty years, went 
down to $8 a share when re- 
ceivers were appointed and divi- 
dends were passed. Thousands of 
investors, both large and small, 
were ruined. 


Remember the Nineties 


Have we forgotten the long 
period of business depression in 
the nineties when equities were 
entirely wiped out? Or the panic 
of 1907? Or more recently the 
World War, the influenza scourge 
and then the collapse of values 
in 1921? Had our life companies 
at these times held common 
stocks instead of bonds and first 
mortgages, where would they 
have been? With the abnormal 
death rate of 1918-19 drawing on 
their surplus and this followed 
by the deflation of 1921, what 
might the result have been? 

Everyone is familiar with what 
has taken place during the 









ast eight years. As the country 
ni from the effects of the 
World War, business improved, 
our industries began to prosper 
and stocks were once more on 
the rise. We owned the lion’s 
share of the world’s gold, _and 
held the I.0.Us of the British 


-and all of Europe for many bil- 


lions of dollars. We had become 
a creditor nation, the world’s 
banker, in fact. Our industries 
expanded, labor was employed at 
high wages and business boomed. 
With all this and much more as 
a back log, is it any wonder that 
the country finally found itself 
in the midst of a world-wide run 
away stock market craze, the like 
of which had never before been 
known? 

And then the inevitable crash 
came. 

But life insurance was only a 
spectator. The companies, with 
their vaults bulging with gilt 
edged bonds and first mortgages 
were serene and undisturbed, and 
every policy holder was secure. 
Many times in the past, indeed, 
had life insurance witnessed just 
such extremes in business condi- 
tions, and particularly in the 
value of speculative securities. 
And instead of such conditions 
affecting life insurance adverse- 
ly, they are forceful reminders 
of its safety and stability. They 
are reminders that life insurance 
is the one thing that can be de- 
pended upon should everything 
else fail. 

Men are forced to speculate. 
Their business is_ speculative. 
Their employment is uncertain. 
Life and health are precarious 
and success in the end is a chance. 
All men are at the mercy of 
things speculative, and that is 
why they turn to life insurance, 
the one thing in which there 
exists no element of risk or un- 
certainty, and the one thing that 
wil stand between them and fail- 
ure when everything else goes 
wrong. That is why men take life 
insurance in the amounts that 
they do, and then hold onto their 
policies at any sacrifice. 
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Disability “Duty” 


With the announcement of standard provisions, some 
wide-awake salesmen have assumed it to be their duty 
to go out and tell the world to hurry up and buy a dis- 
ability bargain, because rates and conditions soon will 
change. 

That is a short view and is poor salesmanship. If 
disability is being changed because it is not satisfactory 
to the companies, life underwriters should act as pro- 
tectors of their employers and not as agencies for un- 
duly increasing the loss. Their duty is to their companies 
and policyholders’ interests under existing contracts. 
They owe no duty whatever to present policyholders or 
to new prospects to induce them to buy something which 
may be sold at a loss. Selling to cover definite and 
specific needs is the right and only right sales motive. 

Home Offices want all the good new business they can 
obtain, if properly sold. They don’t want a single dollar 
that has been sold because of the coming change in 
disability. 





Wm. A. Law, President 


Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres, 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 
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INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, - $29,000,000.00 
Insurance in Force, Over $145,000,000.00 


A. C. TUCKER, President 
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The Home Life Insurance Company of America 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respec 
ORDINARY POLICIES contain valuable ame. oe and 
TOTAL AND PERMANENT DISABILITY CLAUSES UBLE 
INDEMNITY FEATURES, and are guaranteed by State 4 
A Home Life policy brings peace of 
mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 








Eureka Maryland Assurance Corp. 


BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS 
of POLICIES, INDUSTRIAL and ORDI- 
NARY. 


ag N. Warfield, Jr., Pres. J. Barry Mahool, Vice-Pres. 
. W. Mears, Sec’y A. Victor Weaver, Treas. 
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EXPANSION 
This is the keyword 
in the program of development 
of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to throw 
in their lot with a strong growing company, will find 
that 

“Honestly, It’s the Best Policy.” 


NTIC 
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THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 
Organized Ogtober 1, 1892 


WOMEN DEPUTIES WANTED 

Good Territory Everywhere in United States 

and Canada for Qualified Field Applicants. 
Widtal PuUnAROVE? °. 6s scik ec eee $27,000,000 
Benefits Paid since Organization over...... 39,000,000 

For further information write to 

THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 














Maryland !! 


General Agency positions open at 








CUMBERLAND ROCKVILLE 
FREDERICK WESTMINSTER 
HAGERSTOWN 


Excellent Territory—Special Direct Contract 
Whole-hearted Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 




















FIRE REINSURANCE TREATIES | 


Eagle Fire Insurance Company 

















New Jersey 
Baltica Insurance Co., Ltd. 


Denmark 
Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 














THE SPECTATOR 
December 5, 1929 


a ree 











Life Insurance a Most Profitable 
Investment 


Profits Beyond Wildest Dreams of Margin Traders 
Offered When Most Needed 


By ALFRED PARTRICK, JR. 


formed into additional capital 
through payment for its use. 
Thus earning capacity is measured as a 
percentage of the principal amount in 
use. Interest earned on the percentage 
of earnings on capital is described as 
compound interest, and this method of 
gaining wealth is open to everyone. 
Why, therefore, are not more of us 
wealthy and independent in our old 
age? I could not begin to answer this 
question for you, but the fact remains 
that the larger proportion of all the 


(J termes is conserved and trans- 


If you were a securities salesman and 
could offer your clients an investment 
with potential earnings running into 
thousands per cent—and _ absolutely 
safe—it would not be difficult to sell, 
especially if these enormous dividend3;, 
beyond the wildest dreams of investors, 
were guaranteed by the Government. 

Every life insurance salesman today 
is selling this sort of an investment. 
A translation of the ordinary life in- 
surance policy follows: 


In consideration of the payment by 
you of $240.00, made this day, and a 


25 


like sum annually thereafter, we, the 
undersigned, agree to pay four thousand 
one hundred and sixty-six and sixty- 
seven one hundredths per cent (4,- 
166.67%) of the premium during the 
first year of this contract in case of 


your death. During the second and 
subsequent years according to the table 
on page two hereof * * * etc. 

There is naturally a basic cost to life 
insurance, but due to the peculiarities 
of the business, those who benefit by it 
the most reap enormous profits. 

As an example let us take an Ordi- 
nary Whole Life policy issued at age 
85 for $10,000 with a premium of 
$240.00 per annum, and compare it with 
an investment of the same amount of 
premiums in a savings bank at 4 per 
cent compound interest for 20 years. 
(See table below.) 

The premium used in the above il- 
lustration was taken from the rate book 
of a company paying dividends con- 
sistently for many years, 
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people find it a struggle to make a mere 
living much less amass an estate of 
any size. 


Payments in Case of Death 
a 





Percentage 





. ‘ of Capital Invested 
The American people today are in- ; r= —— 

1 A a i ‘ End of Att’d Deposits Amount Life In Bank, Life Ins., 
tensely interested in investments, as Year Age (Premium) in Bank Insurance Per Cent Per Cent 
indicated by the staggering number of 1 L ranacnc' a6 $240 $249.60 $10,000.00 104.00 4,166.67 

Pp paetead 7 0 509.28 10,000.00 107.00 2,083. 
shares of stock turned over each day 3/'''!!: 38 720 779.04 10,000.00 108.20 1,388.89 
h nge. Y a 39 960 1,059.84 10,000.00 110.40 1,041.67 
on the Stock Exchange. They are all =-----:- 40 1,200 1,351.92 10,000.00 112.66 833.23 
anxious to share in the profits of 10....... 45 2,400 2,996.60 10,000.00 124.86 416.67 
conte | ais 50 3,600 4,998.00 10,000.00 138.83 277.78 
pital. || ne 55 1,800 7,432.56 10,000.00 154.85 208.33 








Life Insurance Day 
Wednesday, January 22, 
1930 


Life Insurance Day should be an outstand- 
ing event in the celebration of National Thrift 
Week. 

Life Insurance is Thrift. 

The Life Underwriter is a teacher of Thrift. 


The unique place held by Life Insurance in 
the thrift of the American people should be 
further emphasized on that day through force- 
ful presentation of the message of Thrift 
Through Life Insurance and of the fact that 
Life Insurance is Thrift with the “if” elimi- 
nated. 


Lend your active support by performing 
an act of Thrift through Life Insurance on 
Wednesday, January 22nd. 


® @®@ @ @ 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 


“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 
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AMERICAN 
CENTRAL 
LIFE 


Insurance Company 


INDIANAPOLIS 


Old Line Legal Reserve 








Established 1899 














HERBERT M. WOOLLEN 
PRESIDENT 








Life Educational 
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LLIES—Both striving to speed the holiday mails. Both 
winning the good will and esteem of the public. The wise 

agent does not compete with the government when he sells 
Parcel Post Insurance. He presents it as an aid to the Post 
Office Department in accelerating the dispatch of mail, as well 


as a time and money saver for the client. +> +> 4 


This type of insurance is one of the Jittle things that Count. 
Every certificate used is a direct reminder of the agent's service 
—in addition to being a profit maker for him. Every coupon 
book is a possible wedge for new business and bigger cover- 
ages. Every merchant and manufacturer, large or small, is an 


immediate prospect. > = a > > ob 


By concentrating on Parcel Post Insurance now, Our agents are 
insuring increased earnings for a good close to this year and 


paving the way toward a flying start for 1930. > > »> 
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Insurance Co. 
or AMERICA 


Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Cal. 











THE COMPANY WITH THE L. &L. & G. SERVICE 
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that interesting detail which 
takes care of the butcher, the 
baker, the candlestick maker. 
P. F. & M. furnishes its agents 
every modern aid in the pursuit 
of commissions. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 








29th Annual Edition—Ready 


Fire Insurance Laws, 
Taxes and Fees 
1929 - 1930 


Revised according to 1929 Legislation, the 
new edition contains 725 pages of most useful 
information, treats of many additional sub- 
jects, and includes County and Municipal 
taxes and fees. 


PRICE $25 


A Companion Book to be Issued Shortly 


CASUALTY INSURANCE LAWS, | 
TAXES and FEES 


Will be of great value to casualty, surety and 
miscellaneous insurance companies and repre- | 


sentatives. 
Send in Your Order Now. 
| 


THE SPECTATOR COMPANY 


Insurance Exchange 243 West 39th Street 
CHICAGO NEW YORK | 
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Insurance Men Go to 
Washington 


U. S. Chamber of Commerce 
Invites Key Men to 
Conference 








President Hoover’s Request 





Insurance Will Be Asked to Help 
Preserve Business Activity 
at Present Levels 


WASHINGTON, D. C., Dec. 3.—Repre- 
sentative of the various branches of 
the insurance industry are expected to 
attend the conference to be held here 
December 5 by the United States 
Chamber of Commerce for the purpose 
of considering measures looking to the 
maintenance of business activities at 
their present high levels. 

The meeting was called at the re- 
quest of President Hoover, following 
his conferences with groups of indus- 
trial leaders some days ago, when the 
situation in business resulting from the 
recent stock market slump was can- 
vassed. President Hoover will address 
the conference at its first session. 

The conference, it is stressed by of- 
ficials of the chamber, is intended to 
deal not only with immediate but with 
future problems involved in the pres- 
ervation of the normal economic bal- 
ance. Preliminary surveys of the 
country disclose no marked weakness, 
it is declared, but, on the contrary, sur- 
prising strength in the present busi- 
ness situation. 

Among the organizations invited to 
have representatives at the meeting are 
the following: 

American Institute of Marine Under- 
writers, American Life Convention, 
American Mutual Alliance, Arkansas 
Assn. of Insurance Agents, Assn. of 
Casualty & Surety Executives, Assn. 
of Fire Insurance Gen. Agts., Assn. of 
Life Insurance Presidents, The Assn. 
of Marine Underwriters, Bureau of 
Personal Accident & Health Under- 
writers, Federation of Mutual Fire 
Ins. Cos., Fire, Marine & Liability 
Brokers Assn., The City of New York, 
Inc., Georgia Assn. of Insurance 
Agents, Health & Accident Under- 
writers Conf., Interstate Life & Acci- 
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Texas Rate Reductions Will 
Favor Home Owners 





Annual Premium Loss to Com- 
panies Is Estimated at 


A bout $200,000 


DALLAS, TEXAS, Dec. 2.—What will 
be the final results in profits or loss to 
the companies of the sweeping reduc- 
tion in fire insurance rate made by 
the state board of insurance commis- 
sioners, effective on all business writ- 
ten on and after Nov. 20, will not be 
known for a year or so, according to 
Dallas and other city insurance lead- 
ers. 

It is certain that the reductions will 
mean a premium loss of approximately 
$200,000 annually, the insurance men 
say. The biggest part of the reduction 
will go to the home owners. The loss 
ratios on these risks have been light 
for the past five years. 

There were some sharp increases on 
certain lines of risks, the insurance 
men point out, and these increases may 
offset, to a good percentage, the pre- 
mium loss from other quarters. 

The fire insurance men, generally, 
say the new schedule is an endeavor 
to put the rate schedule on a more 
equitable basis, since it is putting the 
biggest rate on the line of business 
which has been showing the biggest 
loss ratios. 








dent Co., Insurance Board of Cleveland, 
Insurance Federations of America, In- 
surance Federations of Indiana, In- 
surance Federation of Mass., Insurance 
Federation of Michigan, Insurance Fed- 
eration of the State of New York, In- 
surance Federation of Pennsylvania, 
Ine., International Assn. of Casualty 
& Surety Underwriters, Maryland 
State Assn. of Mut. Fire Ins. Cos., 
Mutual Fire Ins. Assn. of New Eng- 
land, Natl. Assn. of Automotive Mut. 
Ins. Co., Natl. Assn. of Casualty & 
Surety Agts., Natl. Assn. of Insurance 
Agts., Natl. Assn. of Life Underwriters, 
Natl. Assn. of Mutual Casualty Com- 
panies, Natl. Assn. of Mutual Insurance 
Cos., Natl. Board of Fire Underwriters, 
Natl. Bureau of Casualty & Surety 
Underwriters, Ohio Assn. of Insurance 
Agents, Pa. State Assn. of Mutual Fire 
Ins. Cos., Philadelphia Maritime Ex- 
change, The Plate Glass Insurance Ex- 
change of N. Y., and The Workmen’s 
Compensation Publicity Bureau. 


Commission Costs to 
Be Investigated 





Present Situation Is a Burden 
on Insurance Business 


Says Official 





Common to Larger Cities 





Investigating Committee Headed 
by Commissioner Livingston 
of Michigan 


LANSING, MIcH., Nov. 25.—Charles 
D. Livingston, Michigan commissioner, 
will call a meeting of his committee to 
investigate commission costs at the 
forthcoming December meeting of the 
commissioners in New York, he dis- 
closed this week. 

Mr. Livingston did not indicate how 
extensively the committee would go 
into the matter of high commissions 
as a burden on the business at the first 
meeting. He said, however, that he 
would ask the commissioners to outline 
the scope of the investigation the com- 
mittee would be expected to make and 
to arrange some provision for expenses 
if the committee is to extend its studies 
to all parts of the country. The task 
before the committee, if it attacks the 
job from all angles, is obviously a huge 
one and the Michigan commissioner 
indicated that the committee members 
could scarcely be expected to go ahead 
entirely on their own initiative and at 
their own expense. 

Commissiner Livingston’s attack on 
the excessive commissions paid in cer- 
tain metropolitan areas, launched at 
the last meeting in Toronto of the 
commissioners’ convention, won him 
chairmanship of the committee dele- 
gated to probe the situation and un- 
earth definite information upon which 
to base any possible move toward regu- 
lating commissions. Mr. Livingston 
praised the make-up of his committee, 
announced early in the month by Com- 
missioner Howard P. Dunham of Con- 
necticut, president of the convention. 
The other members are Commissioners: 
Milton A, Freedy, Wisconsin; Albert 
Conway, New York; Ray /Yenter, 
Iowa, and George P. Porter, Montana. 


Merchants Fire Insurance Co., New York 
and the Sussex Fire Insurance Co., Newark, 
New Jersey, have been licensed in the State 
of Alabama. 


Fire Insurance 














FOURTH EDITION 


NOW READY 


























Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and 
Underwriting 


By Dominge and Lincoln 


Members of National Fire Protection Assn. 


Over 5500 different subjects treated 
Numerous illustrations 


1150 pages of timely information—knowledge which may make profit or prevent loss. 
A book which no fire underwriter can afford to be without. 


A Complete Text and Reference Book 


for All Insurance Men, comprising 


Processes and Materials Used in Manufacturing and Mercantile 
Establishments 


Chemicals and Fire Hazards Described 
Causes and Lessons Learned in Prominent Fires 
Effect of Fire, Smoke and Water on Contents 
Dangerous Subjects Under Trade Names 

Definitions of Insurance Words and Phrases . 





Descriptions of Various Forms of Insurance 
Standard Policy Thoroughly Explained 
Alphabetically Arranged and Well Cross-indexed 


PRICES: 


Per Copy (regular edition) $6.50 i 
12 copies $70 25 copies, $130 
50 copies, $200 100 copies,, $350 


Edition de luxe, real flexible leather, gilt edges, thumb indexed, $10 


THE SPECTATOR COMPANY 


Publishers 
INSURANCE EXCHANGE 243 WEsT 39TH STREET 


CHICAGO NEW YORK 
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SeuRE SAAN aay eee One 





Conference on Related 
Affairs Reports 





Accomplishments of Three 
Years Past Gratifying 
to Organization 





Meeting Held November 22 





Conference Acts as Arbitrator 
Between Fire Insurance and 
Sprinkler Interests 


Distinct progress in furthering the 
aims of the Related Affairs Conference, 
and fewer complaints of violations of 
neutrality on the part of automatic 
sprinkler companies, were reported at 
the third meeting of the organization 
held on November 22 at the offices of 
the National Board of Fire Under- 
writers, according to an announcement 
made by C. W. Pierce, vice-president 
of Continental, Fidelity-Phenix and 
other fire companies of the “American 
Fore” Group, who is Chairman of the 
Conference and of the committee rep- 
resenting the fire insurance companies. 

The Conference, which was formed 
as a permanent organization three 
years ago, deals with matters of com- 
mon interest affecting the fire insur- 
ance business and the automatic 
sprinkler industry, and treats gener- 
ally with conditions that are believed 
to be inimical to either of the interests 
mentioned, or contrary to public in- 
terest. 

‘Mr. Pierce reported that complaints 
of neutrality being violated by auto- 
matic sprinkler companies had been 
greatly reduced in number during the 
past year and that progress had been 
made in modifying certain policies of 
rating bureaus that in the past have 
caused sales resistance. 

A. M. Lewis, vice-president and gen- 
eral manager of the Globe Automatic 
Sprinkler Company, who is Chairman 
of the Fire Insurance Conference Com- 
mittee of the National Automatic 
Sprinkler Association, reported that 
all the leading sprinkler companies 
now subscribe to the policy of neu- 
trality in fire insurance matters. He 
also discussed the operation of rating 
bureaus and special risk departments 
as they affect sprinkler company ac- 
tivities. 

In addition to Messrs. Pierce and 
Lewis, other prominent representatives 
of the fire insurance companies and of 
the automatic sprinkler interests were 
present, as follows: 


F. Minot Blake, secretary, The Phoe- 
nix Insurance Co., W. Johnson, 
assistant secretary, Insurance Co. of 
North America (representing the East- 
ern Underwriters’ Association), C. H. 
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Mississippi Fire Rates to Be 
Reduced Again 


$750,000 Shrinkage in Premium 


Income of Fire Companies 


as Result of Order 


JACKSON, Miss., Dec. 2.—A further 
slashing of fire insurance rates has 
been announced by the Mississippi In- 
surance Commission. Beneficiaries will 
be owners of cotton mills, creosoting 
plants, garages, and mercantile estab- 
lishments. Rates on storage tanks at cot- 
ton oil mills were reduced from 16 per 
cent to 334% per cent under the latest 
order. Deficiency charges on garages 
were reduced, as were rates on stock in 
creosoting yards insured under sched- 
ule. Penalties assessed against mer- 
cantile stocks including small stocks of 
fire works were eliminated. It is es- 
timated that the latest rate reduction 
will reduce the premium income of 
companies operating in Mississippi 
$750,000 annually. In mid-August of 
the present year, a general reduction 
in rates was approved by the Missis- 
sippi Insurance Commission. 











Smith, assistant general agent, Hart- 
ford Fire Insurance Co., Chicago, and 
C. E. Varley, assistant manager, 
Springfield Fire & Marine Insurance 
Co., Chicago, representing the Sub- 
scribers’ Actuarial Committee of The 
Union and the Western Insurance 
Bureau, Logan J. Borland, secretary, 
Great American Insurance Co., D. T. 
Hubbard, engineer, Hartford Fire In- 
surance Co., Atlanta, representing the 
Southeastern Underwriters Associa- 
tion, Atlanta. Representation of the 
automatic sprinkler interest was as 
follows: A. M. Lewis, Globe Automatic 
Sprinkler Company, New York, and 
chairman of the Fire Insurance Confer- 
ence Committee of the National Auto- 
matic Sprinkler Association; Russell 
Grinnell, president, Grinnell Co.; G. A. 
Neracher, president, “Automatic” 
Sprinkler Corp. of Amer.; N. W. Park, 
vice-president, Rockwood Sprinkler 
Co. of Mass., and Ira G. Hoagland, 
secretary, National Automatic Sprink- 
ler Association. 

The subjects that were brought up 
for general discussion at the meeting 
included the following: Operations of 
finance concerns; attitude of agents 
toward rate reductions; rate quotations 
on sprinklered risks; variable rules for 
sprinkler system construction; modifi- 
cations of requirements without notice; 
uniform contracting methods; im- 
paired or obsolete devices; inspection 
and maintenance service of automatic 
sprinkler companies; approval of new 
sprinkler installations, and mainte- 
nance of standards. 

There was also a report rendered by 
C. W. Johnson, Chairman of the Engi- 
neering Advisory Committee of the 
Conference, who was appointed some 
months ago. 








29 


Illinois Federation 
Membership Drive 


Class One Members of the 
Chicago Board to Be 
Enlisted 








Campaign Encouraging 





To Launch Comprehensive Pro- 
gram of Education Through- 
out the Entire State 


Lyman M. Drake, of Critchell, 
Miller, Whitney & Barbour, Chicago, 
has been appointed chairman of a 
special membership committee of the 
Insurance Federation of Illinois which 
is concentrating on enlisting the sup- 
port of Class One members of the Chi- 
cago Board of Underwriters. Other 
members of the committee are Charles 
Buresh, Fred S. James & Co.; Nathan 
Klee, Klee, Rogers, Loeb & Wolff; C. M. 
Hayden, Resident Vice-President, Glens 
Falls Insurance Co., and August Torpe, 
Jr. Mr. Drake and Mr. Torpe are past 
presidents of the Chicago Board of 
Underwriters and are_ enthusiastic 
supporters of the Illinois Federation. 
In a special letter to Class One mem- 
bers urging their association, the com- 
mittee points to the accomplishments 
of the Federation during the past ten 
years, emphasizes the importance of 
placing the Federation in a position 
where it can adequately represent the 
interests of the business and command 
the confidence and support of the in- 
suring public when important issues 
develop. 

Response to the Committee’s cam- 
paign has so far been encouraging, 
and as soon as all Class One members 
have been canvassed, the drive will be 
extended to the life and casualty 
offices in Chicago, eventually taking in 
the State. 

Frank M. Chandler, assistant resi- 
dent manager in Chicago for the Em- 
ployers Group, has been named chair- 
man of the educational committee of 
the Illinois Federation and with the 
assistance of Secretary-Treasurer E. 
M. Ackerman is completing the mem- 
bership of his committee preparatory 
to launching a comprehensive educa- 
tional program throughout the State. 


J. T. Robertson, Jr., Appointed 
Special Agent by F. & G. Fire 


J. Tabb Robertson, Jr., has been 
transferred from the home office of the 
Fidelity & Guaranty Fire Company to 
the Richmond, Va., branch, as a special 
agent of the company, covering Vir- 
ginia and North Carolina. 


Fire Insurance 
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Twelve Per Cent Cut 
on Insurance Tax 





Insurance Corporations Spe- 
cifically Mentioned in Con- 
gressional Resolution 





Hawley Introduces Bill 





Permanency of Reduction De- 
pends on Future Treasury 
Condition, Mellon Says 


WASHINGTON, D. C., Dec. 3.— Re- 
duction from 12 to 11 per cent in the 
tax rate on income of insurance cor- 
porations is provided for in the tax- 
reduction resolution, introduced in the 
House of Representatives December 2, 
by Congressman Hawley of Oregon, 
chairman of the ways and means com- 
mittee, in conformity with President 
Hoover’s plan for a $160,000,000 cut in 
income taxes for this year. 

The resolution provides that all cor- 
porations shall share in the reduction, 
but in order that there may be no mis- 
interpretation of its intent, insurance 
corporations are specifically mentioned. 
The committee on December 4 will re- 
ceive the Treasury’s views on tax re- 
duction from Undersecretary Ogden 
Mills and it is planned to take the 
resolution up for consideration in the 
House the following day. 

Permanency of the income tax re- 
duction, however, will depend in large 
measure upon the condition of the 
Treasury a year from now, according to 
Secretary of the Treasury Mellon, dis- 
cussing the proposal in his annual re- 
port. At the end of 1930, depending 
upon the revenue prospects at that 
time Congress may adopt legislation 
making permanent the rates which it 
is proposed to apply to 1929 income, 
pass a resolution fixing other rates or, 
by refusing to take any action, auto- 
matically bring about the return of the 
12 per cent corporate tax rate and the 
corresponding rates on individual in- 
come. 

“Aside from introducing into our 
revenue system the principle of a flex- 
ible rate which Congress after further 
experience and consideration may well 
decide to adopt permanently,” the Sec- 
retary commented in his report, “the 
proposed program applies the major 
part of the reduction along the very 
lines that Congress would probably fol- 
low in a permanent revenue revision. 
It distributes the benefits as widely as 
possible, and while giving all income 
taxpayers some measure of relief favors 
those of moderate incomes.” 


Fire Insurance 


AT WASHINGTON TODAY 


James Wyper 
Mr. Wyper, vice-president of the 
Hartford Fire and president of the 
National Board of Fire Underwriters 
is attending the conference of insurance 
leaders at Washington today called by 
the U. S. Chamber of Commerce. 


Fire Association’s New 
Aircraft Policies 





To Cover Aircraft and Motor 
Vehicle Damage to All 
Ground Property 


Announcement is being made to 
Agents of Fire Association of Phila- 
delphia and affiliated Fire Companies, 
the Reliance Insurance Co., and Victory 
Insurance Co., by J. W. Cochran, presi- 
dent, of the issuance of policies cover- 
ing aircraft and motor vehicle damage 
to ground property. 

Mr. Cochran’s letter states: 

“There is considerable demand for 
this kind of protection due to the rapid 
increase in the use of aircraft for 
pleasure and commercial purposes. As 
there are more airplanes flying today 
than there were automobiles on the 
roads in the year 1900, we predict the 
time is not far distant when the ma- 
jority of owners of manufacturing, 
mercantile and _ residential property 
will seek this form of protection as 
readily as they now do fire insurance. 
Such insurance is especially needed on 
property located adjacent to landing 
fields, hangars, government flying 
schools and along chartered airways. 
Country clubs and large estates should 
prove exceptionally good prospects be- 
cause of the cleared spaces they afford 
for forced landings. 





Nantasket Losses Are 
More than $500,000 
Heaviest Marine Loss in 


New England Suffered on 
Thanksgiving Day 








Blanket Policy Applies 





Coverage Undervalued Policy 
Form; Owner Can Abandon 
Vessels and Claim Total Loss 


BosTon, Nov. 30.—The Thanksgiving: 
Day loss on the Nantasket Beach, 
Steamboat Company’s fleet at Hull, 
Mass., was reported this morning by 
marine insurance underwriters as the 
heaviest fire insurance loss, under 
marine coverage, ever experienced in 
this section. Conservative estimates 
placed the insurance loss on the steam- 
ers at $550,000; five of the steamers 
are looked upon as total losses, while 
the sixth, the Mayflower, has suffered 
damage. 

The insurance on the six steamers, 
totals $615,000, which. is written under. 
a blanket form covering the fleet with, 
specific amounts applying on the in-. 
dividual boats. This division is as fol- 
lows: Mary Chilton, $150,000; Rose 
Standish, $135,000; Betty Alden, $100,. 
000; Nantasket, $80,000; Old Colony, 
$80,000; Mayflower, $70,000. The rate 
at which the insurance was written is 
38% per cent. The policies are writ- 
ten under what is known as the “valued 
policy” form and according to marine 
usage, if a vessel is 50 per cent dam. 
aged she can be abandoned by the 
owners as a total loss. Insurance men 
this morning say that it looks like a 
total loss, on at least five of the steam- 
ers. 

In discussing this fire, marine men 
say that the whole situation at Thurs- 
day’s fire was unfortunate: For the 
first time the entire fleet was tied up 
at one wharf and thereby exposed to 
possible total loss by a single fire. In 
previous years the fleet has been di- 
vided, part of the steamers being tied 
up at Pemberton and the balance at 
Nantasket. As a matter of fact, the 
insurance men say they did not know 
that the entire fleet was tied up this 
year at one wharf until after the fire. 
Another factor that worked against 
moving the boats from the fire zone 
was the fact that it was low tide, there- 
by making it practically impossible to 
maneuver tugs in the channel to pull 
the steamers out into the stream and 
away from the flames. An attempt was 
made to get a tug alongside, but the 
tug grounded. . 

There was several thousand dollars 
damage to the shore property. 
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U.S. Postal Service May 


Insure Own Mail 





Postmaster - General Brown 


Wants to Raise Liability of 
Government Policies 





Annual Report Issued 





Claims No Monopoly as Depart- 


ment Will Reinsure All Risks 
in Commercial Companies 


WASHINGTON, D. C., Dec. 3.—Legis- 
lation enabling the postal service to 


get into the business of insuring mail 


matter in a big way is urged upon 


Congress by Postmaster-General Brown 
in his annual] report, made public this 
week. 

This would be accomplished by lift- 
ing the present maximum of $1,000 
upon registered matter so that the de- 
partment could provide indemnity in 
any sum. While thus invading a field 
which heretofore has been reserved 
for insurance companies, the Postmas- 
ter-General proposes to take the sting 
from his action by asking Congress to 
give him authority to reinsure his 
risks with commercial companies. 

The basis of the recommendation is 
the determination that, although Con- 
gress some time ago increased the reg- 
istry maximum from $100 to $1,000, 
and authorized the department to set 
a new scale of fees, the charges, while 
covering the indemnities paid on ac- 
count of losses and damage, are not 
sufficient to cover the expense of the 
special protection which must be given 
this class of mail matter. 


Would Increase Indemnity 


“It is believed that the existing 
maximum indemnity should be in- 
creased without limit and special reg- 
istry fees arranged to cover the risks 
assumed,” it is declared in the report. 
“It is believed that this may be ac- 
complished without serious invasion of 
private enterprise by the Government 
if provision is made for reinsurance 
of the risk assumed with accredited 
commercial insurance companies. Such 
unlimited indemnification of registered 
mail would therefore not represent a 
monopoly by the Government, but 
would insure both the Government and 
the insurance companies an adequate 
return for the expense and risk in- 
volved. 

“The aforementioned extension of 
the Government activity would not rep- 
resent an innovation in the field of 
private business but merely an exten- 
sion of an already existing govern- 
mental function. The failure of past 
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Wilfred Kurth 


Mr. Kurth, president of the Home 
Insurance Company and a past presi- 
dent of the National Board of Fire 
Underwriters represented, along with 
Darwin P. Kingsley, president of the 
New York Life Insurance Company, 
the insurance business at President 
Hoover’s first conference called to pre- 
serve the country’s economic stability 
in the face of severe stock declines. 








efforts to increase the limit of indem- 
nity assumed by the postal service on 
registered mail may have been due in 
part at least to the objection offered 
by commercial insurance companies, 
but however this may be, no solution 
has been given to the problem of se- 
curing to the Government adequate 
revenues in keeping with the protec- 
tion provided by the Government. The 
present proposal contemplates a fair 
division of the fees, insuring to both 
the Government and the commercial in- 
surance companies an equitable divi- 
sion of both revenue and risk.” 

The legislation recommended by the 
Postmaster-General would authorize 
the Postmaster-General “to pay indem- 
nity for the actual value of registered 
mail in excess of $1,000 in value and 
to fix the registry fees chargeable for 
the risks assumed: Provided, that the 
Postmaster-General may underwrite or 
reinsure in whole or in part with com- 
mercial insurance companies the lia- 
bility or risk assumed by the Post Of- 
fice Department in connection with the 
mailing of any particular registered 
article or articles at a fee less than is 
charged by the Post Office Depart- 
ment.” 


MR. HOOVER’S CONFEREE 
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Damagein Washington 
by Forest Fires 


Damage This Year Exceeds 
That of 1928 by More 
Than 214 Times 


T otal Loss Over $500,000 


Damaged Area Covered 433,340 
Acres—125,295,000 Feet of 
Timber Killed 


According to a statement given out 
by George C. Joy, State Supervisor of 
Forestry, the area burned over by 
forest fires in the State of Washington 
during 1929 was two and a half times 
thet of 1928 in spite of the fact that 
there were but 13 more fires reported. 

As compared with 1598 fires in 1928, 
there were 1611 reported this year, while 
the acreage was 433,340, a large part 
of which was due to one fire alone, 
which burned over 167,000 acres. The 
total loss sustained as a result of these 
fires amounted to $511,442, of which 
$373,159 is attributed to loss of timber 
and equipment, timber damage 
amounted to $97,897, logs $40,386. 

In enumerating the fires and the 
causes thereof, Mr. Joy listed them as 
follows: Lumbering, 133; railroads, 
140; camp fires, 142; smokers, 374; 
berry pickers, 33; brush burning, 186; 
lightning, 96; incendiary, 147; and mis- 
cellaneous, 358. 

The merchantable timber area burned 
over was 34,626 acres, with 125,295,000 
feet of timber killed; 58,176,000 feet de- 
stroyed, and 6,877,000 feet of logs 
burned up. Most of the timber killed 
is adjoining logging operations, where 
it. will be salvaged. 

Young growth timber area burned 
over was 111,177 acres, most of which 
was in the Yacolt burn; cutover lands, 
134,901 acres, a large part of which 
were slashings; burned-over lands, 103,- 
553 acres, and other lands, 49,083 acres. 

Other loss and damage by fire is, 
logging equipment, $155,567, and set- 
tlers and others, $79,308. The loss in 
timber is figured at $97,897 and to logs, 
$40,386. The total loss and damage is 
$373,159. 

There were two fire seasons. One in 
July and early August and the 
other in September. The largest and 
most destructive fires occurred around 
the middle of September. Since Sept. 
1 and up to date the weather has been 
unusually dry. 

Fire weather continued through Sep- 
tember and October. Several bad fires 
occurred in October and it was neces- 
sary to keep on duty quite a number of 
wardens throughout the entire month. 
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Sanitary and Heating Age 


Founded in 1874 as the Metal Worker, Plumber and Steam Fitter, SANI- 
TARY AND HEATING AGE was first in the field. It has seen the 
plumber, with his youthful helper and backyard shop, give way to the well- 
rated, progressive plumbing and heating establishment, having not only a 
well-equipped shop, but an attractive salesroom as well. 












































So successfully is the plumbing and heating contractor functioning as a mer- 
chandiser that he has created a billion dollar industry. He acknowledges 
the invaluable aid of SANITARY AND HEATING AGE (The Merchan- 
dising Monthly) and regards it as an indispensable factor in the field. 


Distribution and Warehousing 


Beginning 28 years ago, Distribution and Warehousing has become the 
recognized spokesman of the Public Warehousing Industry. This billion 
dollar industry embodies Household Goods Storage, Merchandise Storage, 
Cold Storage, Shipping, Distribution and the Handling and Forwarding of 
Merchandise throughout the United States and Canada. 


‘Each month Distribution and Warehousing reaches every representative 
Warehouseman and Distributor in the United States and Canada. Because 
of its unusually high calibre editorial policy, it has long been accepted as an 
authority in its field. Its wide popularity and intrinsic worth make it a 
natural “first choice” advertising medium. Its well filled advertising pages 
stand as a mark of its prestige, rank and established leadership. 
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The Spectator Toy World 


THE SPECTATOR, a business paper of insurance, is The dominant monthly business paper of the Western 
published weekly in the interest of fire, life and casualty Empire with assured reader interest among the key toy 
insurance company officials and agents throughout the buyers of the West. 


United States, Canada and Europe. Containing current 
news of national and local importance and articles on 
business building methods in every line of insurance, 
THE SPECTATOR is recognized as the leading mul- 
tiple line insurance journal. 


Recognition of TOY WORLD and the rich sales possi- 

bilities in the Western market is reflected in a positive 

manner by this publication’s advertising portfolio. A 

roll call of TOY WORLD’S advertisers presents a veri- 

table roster of the “Captains” in the American toy in- 

THE SPECTATOR is published by The Spectator dustry. 

Company, which also publishes many hundred educa- 


tional insurance text books and annual statistical This dominance, recognition and marked preference of i 
analyses of the trend of the different branches of the TOY WORLD is due to the completeness, integrity and 
insurance business. This publishing service gives THE vitality of its editorial service to Western toymen—a H 
SPECTATOR research facilities and consequent pres- fundamental prerequisite for any first class business 

tige not enjoyed by any contemporary. paper. 
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Other U. B. P. Publications | 


Metal Trades 
The Iron Age 
Hardware Trade 
Hardware Age 
Hardware Age Catalog 
Textile 
Dry Goods Economist 
National Dry Goods Reporter and 
Drygoodsman 
National Dry Goods Reporter Wholesale 
Shoes and Hosiery 
Boot and Shoe Recorder 
Hosiery Age 
Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Directory 
Automotive 
Automotive Industries 
Automobile Trade Journal and Motor 


ge 
Motor World Wholesale 
Commercial Car Journal and Opera- 
tion & Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and Catalog 
Oil 
Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand Book 
Toys 
Toy World 
Plumbing & Heating 
Sanitary & Heating Age 
Warehousing 
Distribution & Warehousing 
Insurance 
The Spectator 
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The Stock Decline and Business 


(Continued from page 3) 


from toy retailers, insurance agents, 
department stores or hardware mer- 
chants. 

No drastic increases in retail stocks 
were apparent in October this year as 
compared with October, 1928, except in 
passenger automobiles. Motor truck 
stocks were lower than a year ago. 
Hosiery stocks showed a decline, while 
those of hardware, jewelry and depart- 
ment store merchants are at about the 
same levels as in October, 1928. Toy 
stocks are slightly higher, it would ap- 
pear. 

There is evidence that the intrinsic 
value of these retail stocks has been 
diminished, however, and a tendency 
appears in some lines to move goods 
now on the shelves to make way for 
new, fresh merchandise even at the 
cost of temporary reduction in profit 
margins. There is no evidence of gen- 
eral price cutting, although an in- 
creased number of bargain sales have 
made their appearance in some lines. 

The ‘effects of the market decline on 
installment purchases previcusly made 
cannot yet be analyzed with any accu- 
racy. Slight increases in the percent- 
age of time buyers have already ap- 
peared in some trades. There is evi- 
dent in many of the comments from 
both retailers and manufacturers a 
feeling that the final answer in this re- 
gard can scarcely be known for an- 
other one, two or three months. That 
some worry is being caused by possi- 
ble adverse possibilities is apparent. 

Bankers interviewed were generally 
of the opinion that the major effects of 
the stock market decline would not be 
evident for several months. 


Quizzed directly, merchants are al- 
most equally divided in believing that 
their business has or has not been ad- 
versely affected by the stock market 
decline. Insurance agents generally 
agreed that their sales are being acted 
upon favorably if at all. Hardware 
merchants replying are divided almost 
equally in their opinion; half of them 
say that they have been affected, the 
other half say they have not. Of the 
department store men replying, about 
44 per cent say they have been un- 
favorably affected; about 56 per cent 
say they have not. Automobile men 
are practically unanimous in agreeing 
that they have been hit, but differ ma- 
terially in their estimates of the magni- 
tude of the impression made. 

But perhaps the most startling de- 
velopment of the whole survey is the 
statement of more than 60 per cent of 
the retail jewelers replying that their 
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businesses have not been seriously af- 
fected by the market decline. Analysis 
of these replies to The Jewelers’ Cir- 
cular tends to discount almost com- 
pletely the general statements which 
have been strongly made regarding the 
effect of the market decline on this 
particular trade. 

In the face of repeated statements 
about the terrible condition of the au- 
tomobile dealers in 1929, for example, 
Don Blanchard, editor, Automobile 
Trade Journal, states that, of the deal- 
ers reporting on estimated profits in 
1929 as compared with 1928, about 40 
per cent will have larger profits in 
1929; about 10 per cent will equal 1928, 
and about 50 per cent will be under 
1928. While this is not a situation to 
cheer about, it does indicate a better 
condition than many of our automotive 
calamity howlers appear to have be- 
lieved possible. At least half of the 
automobile dealers, in other words, are 
doing as well or better this year than 
they did last. 


When it is realized that about 30 
per cent of automobile dealers go out 
of business each year, however, the 
percentage of those remaining who 
made a greater profit this year than 
last may run quite high. 

The indication is clear throughout 
the reports from retailers that the big 
cities and industrial centers have been 
far more unfavorably influenced by 
the stock market decline than has trade 
in the smaller communities. 


A study of our financial history, 
banking authorities point out, shows 
that cheap money always has been a 
fore-runner of business expansion and 
prosperity. Money may be cheape1 
than it is now, but we know that it is 
already relatively cheap. It is loaned 
freely on call at 4% per cent, while 
time money is 434 per cent; the New 
York Federal Reserve Bank has low- 
ered its rediscount rate to 4% per 
cent. At no time during the recent 
stock market decline did the rate for 
call loan money go above 6 per cent— 
a condition never before experienced 
in the history of America in any panic, 
whether business, financial or stock 
market. The result is that we find 
ourselves in a condition of not only 
having cheap money, but being already 
in a period of prosperity without hav- 
ing to go through the agonies of a 
period of business depression in order 
to get cheap money. 

If a stock market decline was in- 
evitable, it could not have come at a 
more opportune time. Money is plen- 


tiful, prices of commodities are not in- 
flated, and business is sound and 
healthy. Most people with a will to 
work are busily engaged. Inventories 
of most companies are relatively low. 
The winter months always experience 
a letting up in a number of industries, 
especially the automobile industry. 
Savings banks deposits are the largest 
in the history of the country. These 
are only a few of the many favorable 
aspects of our present business situa- 
tion. 

Some of the opinions regarding the 
effect of the stock market decline on 
business as expressed to THE SPEC- 
TATOR, which cooperated in the above 
survey, were as follows: 

F. H. Ecker, president, Metropolitan 
Life Insurance Company: “Two things 
stand out very prominently, the first 
being that life insurance came through 
without question on the part of any- 
body as to its stability and value. And 
second, the need for life insurance as 
protection for the family is very real 
and more apparent than it ever was. 

“Under such circumstances it is our 
belief that the writing of life insur- 
ance will not be affected adversely even 
for the remainder of this year.” 

Charles R. Miller, president of the 
Fidelity & Deposit Company, of Mary- 
land, said: “There are probably very 
few men who have foresight to take 
the present unsettled condition in the 
stock market as a promise and predict 
what is going to happen in any par- 
ticular line of business in the next five 
years. 

“I am optimist enough to have faith 
in the soundness of American business 
and to believe that when conditions be- 
come stable, saner methods will prevail 
for some time in generally every line 
of business. 

“While companies like ours may ex- 
pect some increase in their losses due 
to the tremendous break in prices, yet 
there is a silver lining even to that 
cloud because it must impress the 
business interests of the country with 
the thought that perhaps they are not 
carrying sufficient insurance.” 

Clyde B. Smith, Lansing, Mich., 
president of National Ass’n of Insur- 
ance Agents: “Having just completed 
the most successful season of the au- 
tomobile industry, this break in the 
stock market could not have come at a 
better time so far as Michigan is con- 
cerned. The winter months are always 
slow in this section, as the automobile 
factories operate on part time at this 
season of the year, and if American 
business men do not lose their heads 
completely, the plants should get back 
into production at the usual time in 
the spring. At present, Nov. 13, motor 
stocks are selling far below their value, 

(Concluded on page 35) 


THE SPECTATOR 


December 5, 1929 





{ 












as 











Capital Increase Planned by 
Michigan F. & M. 





Completion of Plans Will Put 
Company in the Million 
Dollar Class 


LANSING, MIcH., Dec. 2.—An _ in- 
crease in authorized capitalization and 
permission to sell the additional stock 
has been asked of the Michigan securi- 
ties commission by the Michigan Fire 
& Marine of Detroit, a company con- 
trolled by the Springfield Fire & 
Marine. The present authorized capi- 
tal is $500,000 with only $400,000 
actually issued and the new capitaliza- 
tion sought is $1,000,000. The addi- 
tional $600,000 in stock would be sold 
at $75 a share, according to the pro- 
posal made to the securities body. The 
Michigan department has approved the 
increase in the capital structure and 
its okeh is expected to assure the im- 
mediate approval of the securities 
commission. Petition for the increase 
was signed by President George C. 
Buckley of the Michigan F. & M. 


Stock Decline and Business 
(Concluded from page 34) 


either from an intrinsic or earning 
standpoint. We have had such a long 
period of prosperity that I believe, so 
far as this section is concerned, it 
means but a temporary setback. The 
automobile and accessory manufactur- 
ing companies have never been in such 
fine condition as regards liquid assets, 
especially the amount of cash on hand. 
Furthermore, their inventories are 
especially low even for this time of the 
year. 

“Michigan has just cause to be 
proud of her banks and bankers who 
entered this period of deflations in such 
condition that no question could arise 
relative to their ‘standing by’ through 
any storm. : 

“Surety companies will undoubtedly 
have some claims, but aside from this 
and the fact that collections may be 
slower than usual, we anticipate no 
great trouble.” 

W. G. Wilson, president, National 
Association of Casualty and Surety 
Agents: “Replying to your inquiry, 
while unquestionably our lines of busi- 
ness serve as a barometer of general 
industrial conditions, it is my belief 
that recovery from the recent financial 
shock will be much more speedy than 
in previous similar cases—chiefly for 
the reasons that fundamentally condi- 
tions are sound, and, secondarily, the 
studied activity and interest of Presi- 
dent Hoover should stimulate construc- 
tion work and buying of needed sup- 
plies and equipment on the part of the 
railroads and public utilities. 
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Chicago Board’s 80th 
Anniversary 





Fire Underwriters’ Organi- 
zation Second Oldest in 
Western City 


More Than Hundred 
Present 








Plan to Reduce Appropriation of 
Fire Department Looked 
Upon with Concern 


CuHicaGo, Dec. 3.—The eightieth 
year of uniformity and comity in fire 
underwriting in Chicago was celebrated 
by local fire underwriters on Tuesday 
of this week when a special meeting of 
the Chicago Board of Underwriters 
was held to commemorate its eightieth 
anniversary. 

More than one hundred fire insurance 
men of prominence gathered to pay 
tribute to the founders of the organi- 
zation, which is said to be the second 
oldest trade organization in the city. 
In the group were lineal descendants 
of founders of the board, men who are 
continuing the business’ established 
many years ago by pioneering insur- 
ance men. Among these were J. I. 
Naghten, past president, whose father, 
John Naghten, was one of the first in- 
surance agents of Chicago, and P. B. 
Hosmer, nephew of R. W. Hosmer, an- 
other man who took a prominent part 
in fire underwriting when the agents 
were the rate makers as well as the 
policywriters for the companies. 

Past presidents, members of the ex- 
ecutive committee, leaders in the fire 
insurance governing bodies, and sev- 
eral invited guests took part in the 
celebration which continued through- 
out the day. A meeting of the execu- 
tive committee was held during the 
morning and a luncheon to the past 
presidents and guests, followed by the 
special meeting of the board, was held 
in the afternoon. 

A resolution to the leaders living and 
dead was adopted unanimously. It was 
presented by Fred J. Sauter, president. 

Among those to respond were O. E. 
Aleshire, W. E. Higbee, and Mr. 
Naghten for the past presidents, and 
other men prominent in local under- 
writing circles. Secor Cunningham, 
who has been a member for forty-nine 
years also was a speaker. 

The executive committee also adopted 
a resolution expressing concern over 
the movement now on foot to reduce 
the appropriation for the Chicago fire 
department and urging the city to sup- 
ply sufficient funds. Chicago now is in 
serious financial straits. 
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Herbert R. Clough Dies in 
South Africa 


Prominent Reinsurance Nego- 
tiator Stricken on Tour to 


Regain Health 


Herbert R. Clough, for many years 
an important figure in the insurance 
world, both in this country and in Eng- 
land, died November 25 at Cape Town, 
South Africa. Because of poor health 
Mr. Clough within the past year has 
retired as far as possible from active 
work, but the news of: his death came 
as a shock to his friends and business 
associates for it was not suspected 
when he left New York late in Oc- 
tober that he was seriously ill. 


Mr. Clough was born and educated 
in England. Following an insurance 
training in London and in other cities 
of England, he came to the United 
States when he was thirty years of 
age, in 1906, and for ten years was 
connected with the Aetna Life Insur- 
ance Company, Hartford, and the easu- 
alty and fire companies affiliated with 
it. He was prominent, while an of- 
ficer of these companies, in the for- 
mation of the National Automobile Un- 
derwriters Conference of which he was 
president in 1918 and 1919. In 1919 
he left the Aetna and became asso- 
ciated with Chubb & Son, marine un- 
derwriters of New York. He became 
president of the National Liberty In- 
surance Company, New York, in 1921, 
but was forced to resign the presi- 
dency because of a breakdown of health 
and, he went abroad to recuperate. 
Later he became an international re- 
insurance negotiator and in January, 
1927, he incorporated his business as 
Herbert Clough, Inc., of which he was 
president. In 1928 he was elected a2 
vice-president and director of the Gen- 
eral Reinsurance Corporation, New 
York. 

Mr. Clough spent last summer in 
England and on the Continent and re- 
turned to New York the last of Sep- 
tember. He sailed for England Oct. 
25, and for South Africa where he 
planned to spend the winter, early in 
November. 


Thurman Elected President of 
Kentucky Association 


FRANKFOoRT, Ky., Dec. 2.—Cad P. 
Thurman of Louisville, State agent for 
the Continental Fire Insurance Co., 
has been elected president of the Ken- 
tucky Association of Fire Underwriters 
at a meeting held this week in Louis- 
ville. There were seventy-five fire in- 
surance men of the State present. 
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Guarantee of Trustworthiness 


PRESENT Fidelity Bonds as guarantees of 
trustworthiness. 

THE RIGHT employee is always proud to be 
bonded and every employer is glad to be 
financially protected from the peculations of 
a dishonest employee. 

COMMONWEALTH’S Fidelity Bonds offer 
agents a splendid opportunity to ‘‘cash in” in 
a field that has scarcely been scratched. 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 
W. FREELAND KENDRICK Ez. W. COOK 


President Vice-P res. & Gen'l Mg 
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CASUALTY INSURANCE? 
YES! 
SERVICE? 
CERTAINLY! 
SURETY BONDS? 
ABSOLUTELY! 


WRITE TO 


FEDERAL SURETY COMPANY 


W. L. TAYLOR 


President 


Home Office: Davenport, Iowa 
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Treaty and Facultative 


mu 


of America 


60 John Street, New York, N. Y. 


HORACE R. WEMPLE, President 


TOTAL ASSETS $2,154,292.71 


Sern 


DIVISION OFFICES 


Western Department 
172 W. Jackson Boulevard 
Chicago, Illinois 


Pacific Coast Department 
114 Sansome Street 
San Francisco, California 
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Insurance Federations 
Annual Meeting 





Program Outlined for Fifteenth 
Annual Conference on Dec. 9 
at the Hotel Astor 


The Insurance Federation of Amer- 
ica, Inc., has announced the program 
for its fifteenth annual meeting, which 
is to be held on Monday, December 9, 
at the Hotel Astor. 

The meeting will begin at ten o’clock 
with a meeting of the Board of Trus- 
tees, officers and advisory committee 
and following that, at 2 p. m., the gen- 
eral session will be called to order by 
President Frank T. B. Martin. The 
business of this meeting will be con- 
ducted as follows: 


Roll Call. 

Reading of Minutes Last Meeting. 

President’s address—Frank T. B. Mar- 
tin. 

Reports of Officers: 

William Brosmith, Chairman Ad- 
visory Committee. 

William G. Curtis, Treasurer. 

John T. Hutchinson, Secretary. 

Address, John W. Downs, Manager, 
Iusurance Federation of Massa- 
chusetts, “Massachusetts Compul- 
sory Automobile Liability Law.” 

Address, “Connecticut’s Financial Re- 
sponsibility Act.” 

Field Reports, “Wisconsin”—Walter W. 
Belson, Assistant Field Secretary, 
The Insurance Federation of Amer- 
ica; “Nebraska”—Frank E. Helvey, 
Regional Secretary, The Insurance 
Federation of America. 


Address, “Automobile Insurance 
Legislation,” F. Robertson Jones, 
Manager, Association of Casualty 


and Surety Executives. 
Reports of Committees: 

Resolutions. 

Nominations. 

Special Committees. 

Election of Officers. 


After a recess the conference will 
reassemble at seven o’clock for the 
annual dinner of the Federation, which 
will be followed by entertainment and 
an address by C. Petrus Peterson. 
After all unfinished business has been 
disposed of, the evening session will 
be adjourned. 


Iowa Tornado Insurance Assn. 


Reelects All Officers 


At the annual meeting of the Iowa 
Mutual Tornado Insurance Association, 
all of the old officers were reelected as 
follows: J. B. Herriman, of Des Moines, 
president; R. A. Kent, Oskaloosa, vice- 
president; H. F. Gross, Des Moines, 
secretary and E. N. Dougherty, Creston, 
treasurer. 
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Committee to Confer on 
Philadelphia Problem 





Chances of Settling Difference 
Before First of Year Are 
Considered Good 


PHILADELPHIA, Dec. 2.—There is 
more than just a possibility of the two- 
year-old differences between Philadel- 
phia agents and the E. U. A. compa- 
nies being settled by Christmas and a 
new agency agreement being signed by 
the first of the new year. 

It can now be said that a number of 
sub-rosa conferences have been held in 
an attempt to iron out the points at 
issue between the two groups on the 
proposed amendments to the Philadel- 
phia Fire Underwriters’ Association 
by-laws, amendments which would give 
the by-laws “teeth” with which to take 
stern and decisive action on any vio- 
lations of the rules. 

The main issue at present is the 
definition of a solicitor and the making 
of that definition retroactive. 

A meeting of the agents’ Committee 
of Seven is scheduled for this week, 
when, it is said, an attempt will be 
made to draft a new set of amendments 
which will embody a compromise on 
both parties and which are expected to 
pass the association. 


A. A. Sours Appointed Special 
Agent by National Liberty 


A. A. Sours has been appointed spe- 
cial agent for the National Liberty 
Insurance Company of America, of 
New York, for St. Louis and the South- 
ern Illinois territory. Sours has 
traveled as a special agent and ad- 
juster for various insurance companies 
in Illinois, Arizona and California, and 
for several years adjusted losses for 
the Underwriters Adjusting Company. 
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Fire Companies in Texas 
May Be Assessed 





Laws Permit Special Tax for Sup- 
port of Insurance Division 
of State Board 


AUSTIN, TEX., Dec. 2.—That fire in- 
surance companies in Texas may be 
required to contribute to the general 
support of the State government be- 
yond the amount actually needed for 
the maintenance of the activities of the 
fire insurance department of the State 
Board of Insuranee Commissioners is 
the substance of an opinion given by 
the Attorney General’s Department to 
Moore Lynn, acting State auditor. 

A Texas statute permits the levying 
of a special tax up to 1% per cent of 
gross fire premiums for the support of 
the fire insurance division of the State 
board. The original act provided that 
this tax should go into a separate 
fund. A later statute changed the 
method and provided for it to go into 
the general fund. 

The ruling of the Attorney General’s 
department is that the latter act being 
the last expression of the legislature, 
expresses the legislative intent, there- 
fore the proceeds must go into the 
general fund. 


Suits of Dallas Companies 
Postponed 


AuSsTIN, TEx., Dec. 2.—Suits brought 
by The Commercial Standard, the 
Gulf, the Utility and the Atlantic in- 
surance companies of Dallas to compel 
the State Board of Insurance Com- 
missioners to vacate its order pro- 
hibiting payment to local fire insurance 
agents commissions in excess of 20 per 
cent of the premiums collected, have 
been postponed and reset for January. 


















THE YORKSHIRE GROUP 


The Yorkshire Insurance Co., Ltd. 
London & Provincial 
Marine & General Insurance Co., Ltd. 
Seaboard Fire & Marine Insurance Co. 
and 
The Yorkshire Indemnity Co. of N.Y. 














“Rent Insurance, why isn’t it sold more exten- 
sively?——Why not let me send my weekly letters to 
you?—they may contain a thought which would 
mean new business for you and I will be pleased 


WW WrigfTon 


Field Correspondent 


to help you.” 


HOME OFFICE: 
12 Gold Street 
New York, N. Y. 


HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 





Fire Insurance 


































Can you use these men? 





Expert Salesman and Field Man:—\Vill 
call on prospects in company of agent, 
giving agent full benefit of all commis- 
sions. Will instruct agent fully in all 
coverages, outlining newest develop- 
ments and trends in insurance. Will 
analyze and audit policies of assureds 
and prospects, making full recommen- 
dation, for curtailing or enlarging their 
insurance programs. Will build good- 
will for agent and company among influential bodies, town 
officials, bankers and contractors. 





Advertising Manager:—Wishes to place himself at disposal of 
agent. Will analyze advertising and letters being used. Will 
write new letters for agents and design complete direct mail 
campaign. Will supply agent with at- 
tractively printed leaf‘ets in colors bear- 
ing agent's personal imprint, make rec- 
ommendations for newspaper copy or 
outdoor advertising, furnish folders, pol- 
icy stickers, newspaper advertisements, 
form-letters, return postcards, inserts 
and new ideas for agents advertising 
program. 








Every Union Indemnity agent automatically is offered the unrestricted use of these men. 


WUMMMMMMCCCHCCC@@E@C@CTHTMbtb0tb/lél.r 
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Safety Engineer and Inspector: —Will 
conduct free inspection of plants of 
assureds and prospects—point out dan- 
gerous accident hazards and their reme- 
dies, and assist generally in correcting 
conditions surrounding plant. Will secure 
co-operation of assureds and their em- 
ployees through conferences and _ lec- 
tures to the employees urging them 
to observe safety rules. Will originate 
and conduct safety contests among the men to minimize acci- 
dents. No expensive changes in plant operation are necessary. 





Claim Adjuster: —Wi!] settle claims ma diplomatic and courte- 
ous way that makes friends for the agent. Will give 100% 
service and see that claims are adjust- 
ed on their merits and paid promptly. 
The friendliness of our adjusters often 
brings new policyholders for the agent 
by making claimants enthusiastic boost- 
ers of our service. This man builds good- 
will for both the agent and the company, 
he, as well as the other three, serves 
you without charge and is always at 
your call. 





Through our 


nationwide organization---fourteen Offices in key cities, including head offices in New Orleans and New 
York---the services symbolized by these experts are brought to your door. If you can use any one of 
them, drop us a line. A short note will bring a prompt response. 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC, 
New York Indemnity Company 


Detroit Life Insurance Company 
Union Title Guarantee Company, Inc. 
Bankers & Merchants Fire Insurance Company 





La Salle Fire Insurance Company 
Union Title & Trust Company, 


Northwestern Casualty & Surety Company 


EXECUTIVE OFFICES: UNION INDEMNITY BUILDING. NEW ORLEANS tt 100 MAIDEN LANE. NEW YORK 
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Texas Rate Revision 
May Come in January 





Commissioner Awaits Data 
from Companies Writing 
Automobile Insurance 





Uniform Policy Studied 





Board Suggests Method Which 
May Result in a Satisfactory 
Experience Rating Plan 


AUSTIN, TEx., Dec. 3.—The Texas 
Board of Insurance Commissioners will 
not complete its revision of automobile 
and casualty insurance rates until 
answers to questionnaires to be sent to 
all the companies writing such insur- 
ance in Texas have been returned, 
compiled and studied, which may be in 
January or February, according to W. 
S. Pope, casualty insurance commis- 
sioner. 


Asks Companies’ Plans 


The board is continuing its study of 
uniform policy forms and endorsements 
as to automobile insurance on the re- 
quest of the companies writing this 
class of insurance who have asked for 
more time to submit additional matter 
relevant thereto. 

The form and substance of the sta- 
tistical blanks for gathering experience 
on automobile insurance, presented at 
the public hearing of the Board, Octo- 
ber 29, have been approved and will 
be printed and sent to all the companies 
writing automobile insurance in Texas 
to be filled out and afterward tabulated 
for consideration in making rates, 
forms, etc. 

The board, in its effort to provide 
an experience rating plan to encourage 
prevention of accidents and take ac- 
count of peculiar hazards of individual 
risks, suggests that companies file 
plans together with appropriate blanks 
for a fleet rating plan for fire and theft 
and for the merit rating and experience 
rating plans for public liability and 
property damage for garages and deal- 

(Concluded on page 47) 
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Union Indemnity Building 
Is Opened 





Completes Insurance Row in 


Philadelphia— Occupied by 
Leon Merz Company 


PHILADELPHIA Dec. 3.—With the 
opening last week of the Union In- 
demnity Building at 431 Chestnut St., 
that section of Philadelphia between 
4th and 6th and Chestnut and Walnut 
Sts., became more than ever Insurance 
Row with almost every building in the 
six blocks now occupied by an in- 
surance office. 

In giving the reasons for the com- 
pany buying the former Tradesmens 
National Bank Building and moving 
the office from the Cunard Building on 
south Sixteenth St. into the insurance 
district, one of those advanced was 
that of “the idea of better service to 
the brokers and being closer at hand.” 

The entire building is being occupied 
by Leon Merz Co., general agents for 
the companies of the Insurance Secur- 
ities group. Mr. Merz is a director of 
the Insurance Securities as well as the 
other companies of the group and is 
also vice-president of each of the com- 
panies. 


Insurance Men Pay Tribute 


There were no formal ceremonies at 
the opening of the new building, vari- 
ous insurance men dropping in through- 
out the day and flooding the building 
with their floral tributes. 

Although from the outside, the build- 
ing appears to be of three stories, it 
in reality has only the first floor, bal- 
cony and mezzanine, a large dome tak- 
ing up the interior of the building and 
an Italian marble counter running the 
length of the first floor. The under- 
writing and claim departments will oc- 
cupy the first floor; the field men of 
the claim department the balcony, and 
the inspection department the mezza- 
nine. 

Leon Merz Co. are general agents of 
the Insurance Securities group for 
Philadelphia and four surrounding 
counties, southern New Jersey and 
Delaware. 


Peerless Mutual Firm 
Seized by State 





Dreams and Cash of Fairy 
Godfather Fails to 
Bolster Carrier 





Bond Shipment Missing 





$30,000 in Bonds to Rehabilitate 
Chicago Company Remain a 
Mystery to Department 


CHICAGO, ILL., Dec. 2.—Despite the 
optimistic dreams of a real estate man 
who aspired to be the fairy god-father 
to one of Illinois’ sick mutuals, the 
Peerless Mutual Insurance Company, 
the company was taken over by the 
State Insurance Liquidation Bureau 
for interment on Monday of this week. 
The dreamer was Arthur Brauer, who 
told Assistant Attorney General William 
C. Claussen last week that he had sent 
forty thousand of bonds to the state 
insurance department for deposit and 
that thirty thousand additional would 
go to Springfield this week, all with a 
view to rehabilitating the mutual. 


Despite these statements, Mr. Claus- 
sen got the order of receivership from 
the circuit court and intimated that if 
the statements were true the receiver- 
ship would be vacated. But bright and 
early on Monday morning, Alvin S. 
Keys, state liquidator, arrived at the 
Mutual’s offices to take possession, the 
reason being that the insurance de- 
partment is still looking for the ship- 
ment of bonds. Brauer, on Monday, 
was not so positive that the bonds had 
been sent. 


The Mutual was found in a deplor- 
able state by Mr. Keys, due to the in- 
termingling of its affairs with the 
Peerless Agency, an incorporated real 
estate firm. The real estate and mort- 
gages presumed to constitute the as- 
sets of the Mutual were found to be in 
the name of the agency. Mr. Keys was 
unable to ascertain the amount of lia- 
bilities. 


Casualty, Surety, Etc. 








CASUALTY 


Bonds. 


ACCIDENT 
AUTOMOBILE 
BURGLARY 
LIABILITY 
PLATE GLASS 


MAINE 
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VERMON 
RHODE ISLAND 
PENNSYL*’ANIA 
MASSACHUSETTS 


NEW JERSEY 














GUARDIAN} BICASUALTY 
Company 


of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assured’s 
participation in profits. 
of the following classes of Insurance and 


WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


SURETY 


Writing all types 


CONTRACT BONDS 
FIDELITY BONDS 
JUDICIAL BONDS 

LICENSE & PERMIT BONDS 
PUBLIC OFFICIAL BONDS 


DISTRICT COLUMBIA 
NEW YOR 

OHIO 

CONNECTICUT 
MISSISSIPPI 

LOUISIANA 

ILLINOIS 

VIRGINIA 

INDIANA 
































‘‘We want 2,000 copies.. 


IT WILL BE OUR OFFICIAL TEXTBOOK!” 





WALTER CLUFF’S 


course of study in 
LIFE 
UNDER WRITING 
EFFICIENCY 


ready in book form 


DECEMBER 15 











Send for this 


Book today. 


Your money 


back if you 
don’t profit 


by reading it! 


EDITION LIMITED! 


RUSH COUPON———~> 


O wrote the official of 

a large life insurance 
company after reading 
Walter Cluff’s new book 
on Life Underwriting 
Efficiency which will be 
ready for distribution De- 
cember 15. 


Based upon the experi- 
ences and experiments of 
many years educational 
direction of thousands of 
life agents this book is 
being acknowledged as 
the best life insurance 
sales manual ever devel- 
oped. 


THE INSURANCE FIELD 
Box 617, Louisville, Ky. 


Enclosed is one - Send 
Cluff’s new book to me 
BND. vactnchssnnteusewsse cusses ' 


BRB 66 06% sc cetseoneusss eae 
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O (Check nae if quantity price ' 
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STANDARD 
FORGERY BONDS 


*“*I trust my experience will be a 
solemn warning to business men’’ 


“Due to a recent experience with a trusted employee 
who forged my name to a number of checks totaling 
over two thousand dollars I have placed an order with you 
for one of your Forgery Bonds. 


“I trust my experience will be a solemn warning to 
other business men.” 


S. Mayer, Manager, Lafayette Hotel, Rockford IIl. 


Standard Forgery Bonds are a modern form of insur- 
ance of first importance to every conservatively managed 
business house, in this day of transacting business by 


check. 
The Standard Forgery Bond offered by The General 


Indemnity Corporation of America provides complete 
coverage. It indemnifies the assured and his bank against 
monetary loss through fraud in connection with any check, 
draft, note, bill of exchange or trade acceptance, bearing 
the assured’s signature or purported signature. This in- 
cludes forgery of signature or endorsement, as well as 
alterations of amount, payee-name, etc. 


Substantial Discounts to Preferred 


Risks 


Under a merit-rating plan originated by this Corpora- 
tion, users of approved check-writing instruments and/or 
approved safety checks are entitled to discounts from 5% 
to 60% from standard premium rates. 


To users of such equipment the premium, less dis- 
counts, will be found so low that a single experience of 
loss in a business lifetime would doubtless make this a 
profitable insurance investment. i 


Write for schedule of discounts, giving the type 
of check-writer and brand of safety paper used. 
e . 


THE GENERAL INDEMNITY 
CORPORATION OF AMERICA 


Capital and Surplus Chartered in 


$1,500,000 New York State, 1914 
Home Office: Rochester, N. Y. 
New York Office: 217 Broadway, Fitzroy 8352 


Local agents and brokers protected 
Offices in all principal cities 


mail 
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Will Ask Rehearing in 
Compensation Case 





Michigan Supreme Court 
Decision “Distaste- 
ful” to Labor 





Is Based on Technicality 





Contend That Commission Is 
Shorn of Power by Applica- 
tion of Decision 


LANSING, MIcH., Dec. 2.—According 
to labor leaders, a decision of the 
Michigan supreme court adverse to 
the interests of laborers, in some cases 
involving the state workmen’s compen- 
sation law, has proved so distasteful to 
organized labor that the Michigan Fed- 
eration of Labor has announced, 
through its officers, that a rehearing 
will be asked. 

The case, that of Freeley Richards vs. 
the Rogers Boiler and Burner Company, 
revolves around the right of an injured 
workman to seek a re-opening of a 
claim for damages under the compen- 
sation law after he has filed a settle- 
ment receipt with the department of 
labor and industry. The decision in the 
case, written by Justice Howard Wiest 
and signed by all but two members of 
the supreme bench, holds that such a 
workman may not file a petition for re- 
opening his case. 

Executive board of the state federa- 
tion of labor requested Wilber M. 
Brucker, attorney general, to take some 
action toward obtaining a rehearing 
and the necessary petition, it is under- 
stood, will soon be filed. It was pro- 
tested by the labor leaders that the 
decision is apt to prove a most costly 
one to Michigan labor. 

It is contended in the petition for re- 
hearing that the compensation com- 
mission of the department of labor and 
industry is shorn of a great part of 
its extensive powers by application of 
the decision. 

Rep. Frank Wade, of Flint, presi- 
dent of the state federation, and John J. 
Scannell, Detroit, its secretary, have 
both been active in seeking a recon- 
sideration of the issue. Mr. Wade de- 
clared, in discussing the case, “There 
are many cases in which the man is in- 
jured, secures compensation for a period 
and then is allowed to return to his 
labor on condition he will sign a re- 
ceipt for settlement in full of his claim. 
The old injury may cause him much 
trouble. Yet, under this decision, once 
he has signed the receipt and it is filed 
with the labor commission he has no 
chance to secure reinstatement of the 
compensation. There are cases where, 


THE SPECTATOR 
December 5, 1929 


Bristol Mutual ' Liability 
Policyholders Guarded 





Committee Will Safeguard 
Against Suits and Assess- 
ments Now Pending 


A protective committee to safeguard 
the interests of the policyholders of the 
Bristol Mutual Liability Insurance 
Company, of New Bedford, Mass., 
which went into receivership on No- 
vember 5, has been organized to pre- 
vent any assessment on the policy- 
holders, and also to protect them 
against claims and suits now pending. 
This company had about nine thousand 
policyholders, who were recently ad- 
vised by the registrar of motor vehicles 
that they must procure new insurance 
to cover them under the Compulsory 
Automobile Insurance Law. The notice 
that has gone out to the policyholders 
has asked for a contribution of $3.00 
from each to help defray the expenses 
of the committee. A power of attorney 
has also been sent them, which would 
appoint the Bristol Mutual Protective 
Committee attorneys for the policy- 
holders. The committee is composed of 
Paul E. Thurlow, Ambrose Murphy, 
Robert J. Curran and Matthew J. Davis. 
The attorneys for the committee are: 
John P. Feeney, James H. Vahey and 
William Baxter. 


Harold V. Molloy has been appointed 
assistant superintendent under Super- 
intendent P. C. Waldeck of the casualty 
department at the New York branch of 
The Metropolitan Casualty Insurance 
Co., according to an announcement by 
Manager C. J. Stephan. 








in ignorance, the laborer signs an 
agreement for a settlement without 
realizing what he is doing. The labor 
department, under the present inter- 
pretation of the law, can do nothing 
for him.” Mr. Scannell, in a letter to 
the attorney general, said that, “from 
the viewpoint of those who endeavor to 
guard the interests of the working 
people of our state this (decision) is 
the most serious occurrence coming 
under our observation for some time 
* * *» 

While the stock compensation car- 
riers are naturally much interested in 
the outcome of the case they are not 
directly involved as the company whose 
employee brought the action is insured 
in the state accident fund, thus bring- 
ing into the litigation four separate 
divisions of state government, the labor 
department, attorney general’s office, 
state accident fund, and the state su- 
preme court. 
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Chicago Carrier May 
Avoid Receivership 


Great American Casualty 
Controversy with State 
About Over 








Amicable Settlement Seen 





Mountain States Life to Prove 
Its Right to Operate in 
Illinois 


CHIcAGo, ILL., Dec. 2.—Indications 
were apparent this week that the con- 
troversy between the Illinois Insurance 
Department and the Great American 
Casualty Company of Chicago would 
be settled amicably and that the com- 
pany would be permitted to reinsure 
its business and thus avoid a receiver- 
ship. 

This was indicated as Judge Philip L. 
Sullivan was preparing to act on the 
answer of the company to the petition 
for receivership and on the exceptions 
to the answer as filed by the attorney 
general. Judge Sullivan was to take up 
these matters this week. A conference 
between the attorneys for the company 
and the assistant attorneys general in 
charge of insurance matters was held, 
and it was announced that the state 
insurance department would be advised 
to conduct a hearing at which the 
Mountain States Life, whose offer to 
absorb the Great American Casualty 
has been accepted by the latter’s stock- 
holders, would be permitted to prove its 
admissibility into this state. 

However, it was pointed out that the 
Mountain States’ capital structure now 
would bar it from Illinois because it 
consists of one million shares of no par 
value stock, while a par value must be 
specified in Illinois. It was intimated 
that the Mountain States would make 
any changes necessary in order to 
qualify for admission but that this 
would delay the reinsurance of the 
Great American by at least sixty days 
as that much notice must be given 
stockholders of Colorado corporations 
before capital changes can be made. 

It was intimated that the state in- 
surance department would not press 
the receivership action against the 
Great American Casualty pending such 
revision by the Mounain States, pro- 
viding that it could qualify in other 
respects. A hearing for the Mountain 
States was to be held this week by the 
Illinois Insurance Department. 


The Standard Accident Insurance 
Company announces the appointment of 
Kenneth M. Dubach as special agent 
to the Cincinnati branch office, which is 
managed by George H. Tow. 
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Company Not Liable 
In Death By Murder 


Accident Policy Carrier Gets 
Verdict in Kentucky 
Court 








Was Policy Provision 





Deceased Was Not Shot While 
in Performance of 
Occupation 


FRANKFoRT, Ky., Dec. 2.—A decision 
of wide interest has been made by the 
Court of Appeals of Kentucky during 
its present fall term in which it is 
held that an insurance company is held 
not liable under an accident policy for 
the death of the insured resulting from 
an intentional shooting of the insured 
by another, not for the purpose of 
burglary or robbery, and not while the 
insured was engaged in the perform- 
ance of his occupation. The policy ex- 
pressly provided “this insurance does 
not cover injuries, fatal or non-fatal, 
intentionally self-inflicted or by any 
other person.” It was held also in the 
same opinion that an insurance com- 
pany could exclude from hazards in- 
sured against under accident policy 
death intentionally inflicted by another. 

This decision was made in the case 
of Wm. Oaks, Administrator against 
the Standard Accident Insurance Com- 
pany et al., which had been appealed 
from the Whitley Circuit Court. 
Judge M. M. Logan wrote the opinion 
after stating the following facts: Oaks 
carried an accident insurance policy in 
the Provident Life & Accident Com- 
pany of Chattanooga, Tenn., the policy 
having first been issued by the Stand- 
ard Insurance Company of Detroit, 
Mich. During the life of the policy 
Oaks was killed by a pistol shot inten- 
tionally fired by another. His admin- 
istrator endeavored to recover on the 
policy. It was agreed that at the time 
of the shooting Oaks was not acting 
in self-defense and that he did not pro- 
voke or bring about the difficulty which 
resulted in his shooting and death; and 
that the shooting was wholly unex- 
pected to Oaks, and further that at the 
time he was shot and killed he was un- 
der the influence of some narcotic or 
intoxicant. It was further agreed that 
the shooting and killing was intention- 
al on the part of the slayer, and that 
it was not for the purpose of burglary 
or robbery and that it was not done in 
an assault incurred by Oaks while en- 
gaged in the proper performance of 
his occupation and was not provoked 
thereby. 


Casualty, Surety, Etc. 





Petition for State Fund 
in Massachusetts 


A fourth initiative petition for 
a State fund on workmen’s com- 
pensation in Massachusetts has 
been presented for certification 
to Attorney General Joseph E. 
Warner, who has declined to 
sign three petitions of a similar 
nature on the ground that they 
contained matter not allowable 
under the initiative amendment 
to the State Constitution. The 
latest petition was presented by 
Martin T. Joyce, who has asked 
for a conference with the Attor- 
ney General. This request the 
Attorney General has granted. 











Mine Accidents Costly 
to Industry 


Mine accidents in the United States, 
in addition to eausing deplorable loss 
of life, are extremely expensive to min- 
ing companies and to miners, says the 
United States Bureau of Mines, De- 
partment of Commerce. In a recent 
typical year, coal-mine accidents 
caused a loss to coal miners in wages 
of $106,060,000, it is estimated by E. H. 
Denny, district engineer, who has made 
a statistical study of the subject. The 
total annual financial loss to employers 
and employees in the coal mining in- 
dustry through accidents is estimated 
at $188,000,000. While the efforts of 
the Bureau of Mines are directed 
toward the adoption of safety meas- 
ures primarily from a humanitarian 
aspect, it has been thought well to 
point out also the economic losses due 
to mine accidents. The estimated an- 
nual financial loss above mentioned 
represents an additional cost of about 
14 cents per ton of coal mined, an im- 
portant part of production costs which 
in some instances might represent the 
difference between profit and loss. 


Wage Loss High 


In the year under consideration, 
2518 men were killed by accidents in 
and about coal mines. It is estimated 
that about 181,300 accidents in coal 
mines involving loss of time occurred 
in the period studied. The average 
number of days lost per accident, in- 
cluding fatal accidents and permanent 
total disability cases, figured at 6000 
days’ loss each, is about 117 days, 
which means that a total of 21,212,100 
days are lost annually due to coal-mine 
accidents. If the total compensation 
paid in case of all accidents averages 
one-ninth of the wages lost, the coal 
miners of the country annually lose 
about $124 per man employed in di- 
rect wage loss due to accidents. 





Uninsured Property Is 
Unsound Credit Risk 


Borrowers Should Be Made 
to Insure, Association 
Official Says 








Explains Standard Policy 





Clyde B. Smith Tells Lansing 
Association of Credit Men 
About New Provisions 


LANSING, MIcH., Nov. 25.—When 
property of a debtor lacks insurance 
protection of any sort, to that extent 
it is an unsound credit risk, Clyde B. 
Smith, president of the National Asso- 
ciation, told members of the Lansing 
Association of Credit Men at a dinner 
meeting last week at which he was one 
of the principal speakers. 

There exists a fundamental relation- 
ship between insurance and _ credit 
which may not be ignored by those 
controlling the extension of credit in 
all lines of business, Mr. Smith said. 
Those asking credit should be compelled 
to recognize this relationship and to 
provide protection at every point where 
there is a possibility of crippling loss. 
He listed as forms of coverage upon 
which credit men should insist: fire, 
tornado, explosion, liability, compensa- 
tion, and use and occupancy or rental. 

The association president sketehed 
from his experience some of the large 
unprotected losses which vitally af- 
fected credit of certain concerns and 
showed where their creditors might 
have been completely protected through 
a moderate expenditure for good in- 
surance. The credit man who .is not 
slipshod in his methods will never 
permit such changes for heavy loss to 
“get by,” he said. 

Mr. Smith also explained at eonsider- 
able length the provisions of the Mich- 
igan standard policy which were re- 
cently changed when the new insurance 
code was adopted. He answered a 
large number of questions about vari- 
ous phases of the business, all of those 
present exhibiting the greatest interest 
in the subject. Among the questioners 
was H. H. Scheuler, director of the 
protection fund campaign of the Na- 
tional Association of Credit Men. Mr. 
Scheuler and H. C. McVeigh, State 
administrator of the protection fund, 
were other speakers on the program. 
Mr. Scheuler, who has been making a 
nation-wide canvass in behalf of the 
second large fund the credit associa- 
tion has been raising to combat various 
forms of business fraud, declared the 
meeting one of the most interesting 
and successful he had ever attended. 
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Equal Protection for 
Firms in Kentucky 





Constitutional Amendment 
Applies to Companies as 
Well as Individuals 


Court of Appeals Decides 








Decision of County Tribunal 
Reversed to Establish New 
Interpretation 


FRANKFORT, Ky., Dec. 3.—Insurance 
companies doing business in Kentucky 
and those intending to enter the State 
for business have been informed by the 
State Court of Appeals that due proc- 
ess and equal protection clauses of the 
Fourteenth Amendment of the Consti- 
tution of the United States apply to 
corporations as well as _ individuals. 
This decision has been rendered by the 
Court of Appeals of Kentucky in the 
case of the Fidelity & Deposit Com- 
pany of Maryland against Logan etc., 
in which the decision of the Warren 
Circuit Court is reversed. 

The Appellate Court holds the Ken- 
tucky Statute Section 723 enacted pur- 
suant to the Constitution of Kentucky 
Section 238 is construed as requiring 
the surety company, in order to de- 
mand indemnity from the principal to 
so stipulate in the contract, is held in 
violation of the due process and equal 
protection clauses of the Constitution 
of the United States, Amendment Four- 
teen as discriminatory. 

Statutes Section 4659 relating to 
indemnifying securities, and section 
4134, applying only to sheriff, bonds, 
the first statute, being the later en- 
acted law, prevailed over the other, so 
as to prevent the terms thereof from 
qualifying, modifying, or in any wise 
affecting those of the later enacted one. 
The court further holds that under 
Kentucky Statutes Section 4659 the 
county judge had mandatory duty of 
granting a motion of the surety on the 
official and revenue bonds of the sher- 
iff for cancellation of the bonds, and 
for indemnifying bonds securing it 
against past defalcations. 


Late News About the Great 
American Casualty 


The news story headed “Chicago 
Carrier May Avoid Receivership,” on 
page 41 of this issue was set in type 
and printed on the first press run be- 
fore a telegraphic dispatch carrying a 
correction and addition to the story 
was received from our Chicago corre- 
spondent. The statement that the in- 
surance department will conduct a 
hearing for The Mountain States Life 


THE SPECTATOR 
December 5, 1929 


TAKES NEW POST 





B. E. Joline 


B. E. Joline, now connected with the 
New York office of the Alliance Casu- 
alty, joined the General Surety on 
Dec. 2 as assistant secretary in charge 
of its metropolitan fidelity and surety 
business. Mr. Joline will work in co- 
operation with Edmund J. Donegan, 
executive vice-president of the com- 
pany. 








should have been eliminated from the 
story on page 41. The addition reads 
as follows: 

Decision to let the courts determine 
the course to be followed in The Great 
American Casualty Company, of Chi- 
cago case, has been made by the State 
Insurance Department. This was 
learned on Tuesday of this week when 
the State’s petition for receiver came 
before Judge Philip L. Sullivan in cir- 
cuit court. The court will take up the 
matter on Thursday of this week. 


It was intimated last week that the 
Insurance Department would permit 
the Mountain States Life, whose offer 
to reinsure the Great American has 
been approved by the latter’s stock- 
holders, to demonstrate its admissibility 
into the State. However, it was 
learned that the Insurance Depart- 
ment on Monday of this week decided 
against such a move in favor of leav- 
ing its case against the company in the 
hands of the court. 

The Casualty company is basing its 
defense on a plea that the civil code 
which transferred the Insurance De- 
partment to the Department of Trade 
and Commerce and the act creating the 
Central Liquidation Bureau are un- 
constitutional. It also denies that 
Great American is impaired. 
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Continental Casualty 
Elects Directors 


W. M. Blair and Frank R. 
Elliott Added Board 
Members 








Are Prominent Financiers 





Both Served on Finance Advisory 
Committee; Company Declares 
4 Per Cent Dividend 


CuHicaco, Itu., Dec. 3.—William Mce- 
Cormick Blair, resident partner in Chi- 
cago of Lee Higginson and Company 
and Frank R. Elliott, vice-president of 
Harris Trust and Savings Bank were 
elected to the board of directors of The 
Continental Casualty Company at the 
meeting held on Wednesday of this 
week. This action was taken in line 
with the policy announced in the spring 
to increase the personnel of the board 
by the addition of men closely and 
prominently identified with the financial 
life of the Middle West. 

These men have hereofore been mem- 
bers of the Finance Advisory Commit- 
tee and have therefore been in intimate 
contact with the Continental’s affairs. 
The number of directors provided by 
the by-laws was increased from thirteen 
to fifteen and the men were elected to 
the places. 

The directors announced that the 
Continental Casualty and The Con- 
tinental Assurance Companies are 
closing the most profitable year in their 
history. The regular quarterly divi- 
dends of 4 per cent on the stock of the 
Casualty and 4% per cent on the As- 
surance were declared payable Jan. 2. 





| T. J. FALVEY, President 
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Able and conscientious agents 
whose aim is to build a last- 
ing business appreciate the cus- 
tomer-satisfying service of the 


MASSACHUSETTS 
BONDING and INSURANCE 
COMPANY 


SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 


Fidelity and Surety Bonds 
and Casualty Insurance 
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WANTED 
Life Insurance Agency Director 


An old-established, legal reserve life insurance company is ready to consider applications 
from men qualified to fill the important position of Agency Director, to have charge of its far- 
flung field force and its sales program. 


The man we seek is college trained, 35 to 40 years of age, with a background of successful 
field and home office experience in life insurance. He is a real leader of men and a trained 
organizer. He is from the Middle-West or West. 


This position offers unlimited opportunities, executive and financial, with a strong, pro- 
gressive company. Plus full cooperation of associates, an ideal setting for accomplishment 
and a good city in which to make a home. 

Write in strict confidence, giving reasons why you think you can fill this position. Every 


application will be read by the president and acknowledged. Members of our own organiza- 
tion know of this advertisement. 


Address: “‘Life Insurance President” 


Care THE SPECTATOR 








243 West 39th St. New York City 
eile __ | 
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AGENCY SUPERVISOR 


WANTED—4 Home Office Agency Supervisors, not under 30 
nor over 45 years of age. Must have had experience in writing 
life insurance and Agency Supervision. Only men who have 
earned a living writing life insurance on a commission basis over 
a reasonable period of time will be considered. Give details of 
past business experience and state why you think you are quali- 
fied for the position. Will pay liberal salary, expenses and over- 
writing commission. 


Address Supervisor 
Care THE SPECTATOR 
243 West 39th St., New York 
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First Dividend, Recom- 
mended to Claimants 





Superintendent Conway Offers 
Payment to Creditors of 
Casualty Company 


Immediate payment of a first div- 
idend of 60 per cent has been recom- 
mended by Albert Conway, superin- 
tendent of insurance, to all persons in- 
jured in accidents by automobiles 
insured by the Standard Automobile 
Mutual Casualty Co., whose claims 
were allowed. 

The Standard Automobile Mutual 
Casualty Co. was placed in the hands 


Accident Underwriters Group 


The annual dinner and meeting of the 
Accident Underwriters Association of 
Boston, which ccmprises about fifty 
members who are engaged in the ac- 
cident and health insurance business in 
that city, will be held at the Hotel 
Sheraton, Boston, on Dec. 10 at 6.30 
p.m. 

The program includes several speak- 
ers. W. J. Morrissey of the Colum- 
bian National Life is president of the 
organization, Robert L. Brown of the 
same company, is secretary, J. D. Clare 
of the Travelers is the vice-president 
and Benjamin A. Miller of the United 
States Casualty Company, treasurer. 
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Molloy Joins Metropolitan 
Casualty Company 





Made Assistant Superintendent 
Under Waldeck at New York 
Branch Office 


Harold V. Malloy has been appointed 
assistant superintendent under Super- 
intendent P. C. Waldeck of the casualty 
department at the New York branch of 
The Metropolitan Casualty Insurance 
Co., according to an announcement by 
Manager C. J. Stephan. 

Mr. Malloy was born and educated in 
Brooklyn. 





Ay 


of the department for liquidation pur- {4 


suant to an order of the Supreme Court 
of the State of New York in 1923. 
Claims filed with the superintendent 
amounted to $326,206.32; claims al- 
lowed were $104,260.21; that the assets 
on hand March 31, 1924, amounted to 
$111,231.17 as appears in the first re- 
port heretofore filed by the superin- 
tendent of insurance; that since the 
filing of said report the superintendent 
of insurance of the State of New York 
as liquidator of the Standard Auto- 
mobile Mutual Casualty Co. collected 
on account of the assessment levied in 
the first report of the superintendent 
of insurance and recovered assets and 
income amounting to $76,529.39, and 
during the same period disbursed the 
sum of $33,823.95; that there was on 
hand at the close of business on Oct. 
31, 1929, assets amounting to $153,- 
809.18, which consisted of cash in banks 
amounting to $42,448.34, securities 
amounting to $30,022.80, and included 
assessments and premiums aggregat- 
ing $81,338.04. 

The collecting of the assessment 
levied by the superintendent of Insur- 
ance as liquidator herein necessitated 
considerable work before the liquidator 
was in a position to collect these 
moneys due the company under this 
assessment. In order to properly carry 
on this work, the liquidator instituted 
1270 actions against former policy- 
holders of the Standard Automobile 
Mutual Casualty Co. Many of these 
actions were defended by the policy- 
holders; others were settled, and as a 
final result therein, the liquidator was 
able to add to the assets of the com- 
pany the sum of $385,925.58. The 
Standard Automobile Mutual Casualty 
Co. was organized under Article 10-B 
of the Insurance Law on March 2, 
1921, and did business in the State of 
New York, and on the 5th day of 
April, 1923, the Insurance Department 
made application to the Supreme Court 
of liquidation. 
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Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
of Credit Insurance? Do you know that thou- 
sands of well-known Manufacturers and Jobbers 
in every line—in every part of the country— 
carry policies of 


American Credit Insurance? 


Do you know that this broad protective service 
is endorsed by bankers? That it is extensively 
advertised? That it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Perhaps you know these things, but have said 
that Credit Insurance is too technical, too in- 
volved for you to handle. It is true that it re- 
quires a specially trained agent to sell our poli- 
cies; but we have originated a plan by which a 
General Insurance Broker can function in co- 
operation with our regular agents—and make 
money doing it. 


Why not investigate the possibilities? Find out 
how many of your present clients are not pro- 
tected by Credit Insurance, then write or phone 
any of our offices for full particulars of our plan. 


c dhe AMERICAN 


CREDIT~- INDEMNITY Co. 


OF NEW YORK J. F.M*° FADDEN, presipane 


Offices in All Leading Cities 


New York, St. Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 


In Canada—Toronto, Montreal, etc. 


J-594 
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Prominent Agents and Brokers 





\ 






































LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 


Fidelity Phenix United States 
Said of New coe of New 








National Fire of 
Hartford 


enue of National ey pte pagan 














x 
Actuarial Independent Adjuster 
GEORGE B. BUCK ADJUSTERS & APPRAISERS 
ACTUARY LIMITED 


Specializing in Employee’s 
Benefit and Pension Funds 


























Hartford of New 
Standard of New State of Bag Indemnity Com- 25 SPRUCE ST. NEW YORK 
York Stuyvesant of par of Amer- 
National Union New York 
Pittsburgh BROKERS’ LINES SOLICITED 
JNO. A. COPELAND 
° n ing Actuar 
Actuarial Consulting y 














Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 
Audits Calculations Consultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 




























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK. 











Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


























ERSTON L. MARSHALL 


CONSULTING ACTUARY 


919 Hubbell Building 
DES MOINES, IOWA 
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T. J. MCCOMB 


CONSULTING ACTUARY 


Colcord Bldg. Oklahoma City, Okla. 
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WOODWARD, FONDILLER and 
RYAN 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


H BE. B® 
went = 75 Fulton St. 
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FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 























JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 











Haight, Davis & Haight, 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Kansas City 





Omaha 








SIDNEY H. PIPE, 


Seaman 
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Richard Fondiller Fred E. Swartz, 0. P. A. 
Jonathan G. Sharp New York W. L. Clayton 
E. P. Higgins 
THE BOURSE PHILADELPHIA 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 
























Incorporated 1914—Dominion Charter 
Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal 
Telephone Main 3300-2607 


{{ Mountain Hill, 
Quebec City 


HEAD OFFICE: 
BRANCH OFFICE: 

















[ 






















NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless” 
cases for large amounts. Agents at- 
test its usefulness. It helps sell big 
policies. 


THE COST OF DYING 


proves the need for life insurance. to 
protect the estates of those of mod- 
erate means, as well as men of 
wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘‘No agent on earth could sell me life 
insurance, but I am going to buy a policy 
Ps o¢e the same’’; and he signed up for 


USE IT AND PROSPER! 


PRICES: 

SeinO COGS 6 5 a5 dees saws oa $ .25 
BP EMIND  sicrccescaccsedes 8.50 
100 ei dlais avers eiateeeraee 15.00 
500 Me.) Denieiapletterotealatan 60.00 

1,000 Sieh: atabatste/ crate geaa tora 100.00 
5,000 OO = | Meanw ois ere ae eal 400.00 
10,000 O.  vxeecanates eiatelatare dt Oar 750.00 
Orders for single copies must be 
prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


The Spectator Company 





Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of "America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 

















R. M. MESSICK 
Consulting Actuary and Adjuster 


Flatiron Building 
DENVER COLORADO 
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SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 














ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bldg. 
St. Louis, Mo. 


and 800 Securities Bidg., Kansas City, Mo. 









































PUBLICATIONS 
OF 


C. & E. LAYTON 


The undersigned are sole agents 
in the United States for the old 
established publishing house of 
Charles & Edwin Layton of Lon- 
don, England, whose long list of 
publications on fire, life, marine 
and other branches of insurance 
embrace the most valuable and 
standard treatises on these subjects. 





Send Ten Cent Stamp for 


Catalogue 
THE SPECTATOR CO. 
CHICAGO NEW YORK 























THE SPECTATOR 
December 5, 1929 

















Texas Rate Revision May 
Come in January 
(Concluded from page 39) 


ers, stating that it is favorable to such 
plans of fleet coverage as will be 
reasonable, fair and practicable for 
operation to accomplish the purposes. 

In regard to installment payments 
about which there has been much dis- 
cussion, the following section has been 
added to the casualty manual by the 
board: 

“The State and various municipal- 
ities have enacted laws and ordinances 
requiring operators of public automo- 
biles to furnish policies of insurance. 
Where such compulsory insurance is 
required of operators of private livery, 
public livery, taxicabs, busses and or 
trucks, premiums may be paid in con- 
secutive monthly installments of equal 
amounts, beginning with the first 
month of the policy period. This ap- 
plies to casualty insurance only—auto- 
mobile public liability and property 
damage—but does not apply to the 
premium for the other coverages of a 
five point policy. 

“Rates and rules heretofore approved 
only provide for monthly installment 
plan of payment of premiums on those 
motor vehicles operating under the 
Texas motor bus law, which requires 
compulsory insurance. The owners of 
such vehicles are privileged to pay 
premiums on the monthly installment 
plan as heretofore provided for the 
motor bus, where said vehicles are oper- 
ating under a State law or a municipal 
ordinance requiring compulsory insur- 
ance. 

“Authority to write other automobile 
insurance on the monthly installment 
plan of premium payment is for the 
present withheld.” 

The board has temporarily approved 
the same premium rates, rules and reg- 
ulations for 1930 model cars in all au- 
tomobile insurance matters as were ap- 
proved for the 1929 and previous year 
models of the same respective classes, 
with certain exceptions mentioned. 

The matter of reducing rates where 
there is compulsory insurance applica- 
ble to public liability and property 
damage on public livery cars has-been 
temporarily passed for the reason that 
no company has filed any rate cover- 
ing said risks and for the present the 
existing rates will stand. 





The Federal Surety Company has 
announced the appointment of William 
Sohmer and Company of 12 Gold Street, 
New York City as its downtown Bor- 
ough Agent for all classes of casualty 
business. _-The appointment becomes 
effective December 15. 
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Frank B. Hammond Named 
West Coast Official 





Will Take Charge of Production 
Activities of American 
Surety Company 


Frank B. Hammond, well known in- 
surance man of Utah has been pro- 
moted from the Salt Lake office of the 
American Surety Company to home 
office representative at San Francisco. 





Frank B. Hammond 


His duties will be to promote the pro- 
duction activities of the Company’s 
branch offices at San Franicsco, Los 
Angeles, Seattle, Portland and Salt 
Lake on Fidelity, Surety and Casualty 
lines. He will probably assume the 
same activities in developing the busi- 
ness of the New York Casualty Com- 
pany which Company was _ recently 
purchased by the American Surety 
Company, both Companies retaining 
their separate identity. 





Centra! Surety Insurance 


Corp. Elects Officers 


At a special meeting of the 
board of directors of the Central 
Surety and Insurance Corpora- 
tion held on Tuesday, December 
4, P. W. Goebel was elected 
chairman of the board and Den- 
nis Hudson was elected presi- 
dent. Other officers elected were 
Ray E. McGinnis, first vice-pres- 
ident, and Lawrence M. Good- 
win as vice-president. 

Mr. Hudson succeeds the late 
F. W. Fleming as president of 
the corporation. The new chair- 
nan of the board, P. W. Goebel, 
is a nationally known banker and 
financier. 
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Title Guarantee Insurance 
Firms Seek New Rates 





Texas Carriers Ask Revision of 
Policy Forms and Regulations 
on That Form of Coverage 


AUSTIN, TEx., Dec. 2.—Represent- 
atives of about 50 title guarantee in- 
surance companies doing business in 
Texas have appeared before the State 
Board of Insurance Commissioners in 
a public hearing for a revision of 
rates, policy forms, rules and regula- 
tions affecting that form of insurance. 

Most of the companies favored an 
increase in rates on property title 
policies up to and including $4,000 and 
a decrease on similar policies exceed- 
ing that amount, though arguments 
were presented both for and against 
the proposed changes. 

Discussion was also offered before 
the commissioners concerning other 
changes as to forms and board regu- 
lations regarding title guaranty insur- 
ance. No announcement was made by 
the board as to any changes likely to 
be made, though numerous changes are 
expected inasmuch as only limited ex- 
perience has been available to the board 
for adjudication, since this form of 
insurance was placed under the juris- 
diction of the board by the last legis- 
lature. 

No indication was given by the board 
as to when its final order of revision 
will be made, if any changes are made, 
and for the present the entire subject 
of title guarantee insurance will be 
left open for further suggestions from 
those interested. It is probable that 
no action will be taken by the board 
before the first of the year. 


Former Policyholders of Defunct 
Company Held Liable 


Former policyholders in the defunct 
Federal Automobile Insurance Asso- 
ciation of Indianapolis, a_ reciprocal 
company for which a receiver was 
named some months ago, have again 
received notice of their liability to the 
extent of one year’s premium. Garrett 
W. Olds of Indianapolis, receiver, has 
mailed out the notices. 

Hundreds of letters were sent out 
in the attempt of the receiver to secure 
payment without suit. The court has 
authorized the receiver to levy and col- 
lect from each subscriber, the money 
to be used to pay claims against the 
company and liquidate the business. 

The assessments are made on policies 
issued in 1924, 1925, 1926 and 1927 and 
many of the persons receiving notices 
do not even own the automobiles for 
which the policies were issued. A 
threat is made to bring suit on the 
amounts owing the receiver. 
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Arthur Atkins. ae 120 Franklin Fire (ex rights) Curtis & Sanger........... 65 69 
Gilbert Elliott & Co. 'N Y. 4 100 125 Arthur Atkins & Co., N. Y.. 182 200 National Casualty 
Clinton Gilbert eras 100 113 CUNtGR SPSEE <n cc cetewnes 175 190 Chas. Sincere & Co., Chicago 
Curtis & Sanger seein 100 125 Bc ee de eas 180 200 National Liberty (new -? 
3altimore-American (new 2 Glens Falls Arthur Atkins & Co., N. Y. 17% 19 
” stock) a yal Co,, N. ¥.. os - Chas. Sincere, Chicago..... 16 17 
‘has. Si i clinton Gilbert ............ 5 5 Clinton Gilbert ............ 17% 18 
Te wong Chtoago..... 41 “4 Curtis: eR? «.«.0.0:6:5 6:0's:0:0 53 56 Curtis @ Sane@or... . 0665s 4% 18 
W. Wallace Lyon & Co 20 25 Globe & Rutgers (new soe) National Union (Pittsburgh) 
3ronx Fire Ins. Co oer Gilbert Elliott & Co., 975 1010 (ex rights) 
w. Wallace Lyon & Co 97 104 CHRUON: SAUIOLE . 0656 cscs ce 975 1010 Gilbert Elliott & Co., N. Y.. 230 240 
Camden Fire Per Globe Ins. Co. (new) New York Fire Ins. Co. 
~ Arthur Atkins & Co.. N. Y 22 «25 Curtis & Banger. .........+ 990 1020 W. Wallace Lyon & Co.,, 
Curtis & Sanger........... 22 25 W. Wallace Lyon & Co..... 20 © 25 N.Y. csc cece cece eeveeee 30 = 35 
Gilbert Elliott & Co., N. ¥.. 21 24 Ore See i? - oe: ae New World Life 
Seneren Aeenee Gilbert Elliott & Co. N. ¥.. 34 © 35 ee ee ee 
pam age see Tier ee 33 34% Pesta Pine Pe corals San atereoteare om 
urtis ee re 2 24 “OW ss 
Hanover Fire (ex rights) Clinton Gilbert & idataNe bite seueovece 110 125 
Arthur Atkins & Co., a a 54 59 Curtis & Sanger eh ee oe 120 140 
Clinton GIBert .. ..6 ec0c 5 es 55 = «60 Peoples National 
Curtis & Sanger........... 54 58 CUDLON “GABE oicaiiec'ss cada 18 21 
I Gilbert Elliott & Co. N. ¥.. 52 58 Presidential F. & M. ; 
n Harmonia Ins. Co. Charles Sincere & Co., Chi- in 
CURtOn GHDCTE 0658 asin cows 22 34 CABO 2c cccscesccveccove ‘ 
INSURANCE Curtis & Sanger.....'..:... 26 = 30 Providence Washington 
J Home (N. Y.) ex Home Sec. Mansfield & Co., New York. 530 545 
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Public Fire Ins. Co. 


Miliken & Pell, Newark, 
N. J 


Republic Fire, Pittsburgh 
W. Wallace Lyon & Co..... 
Reinsurance Life of America 
Charles Sincere & Co., Chi- 


CHEE 6ic.c6 ss 'ne.00 sie siele mcs 
Security Ins. Co. of New 
Haven 
Clinton Gilbert .......--ceee 


Arthur Atkins & Co., N. Y.. 
Springfield F. & M. 

P Mansfield & Co., New York. 
St. Paul F. & M. Ins. Co. 
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Stuyvesant 

Arthur Atkins & Co........ 
Southern Surety 
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WGMOD. cago kines wee ecsses 1 22 
H. D. Knox & Co., Boston.. 15 20 
Boston Casualty 
Chas. A. Day & Co., Inc., J 
DORE: vinecs cs eos once 4 15 20 
H. D. Knox & Co., Boston.. 17 21 
Boston Insurance (new stock) 
Chas. A. Day & Co., Inc., 
ROSEN cow oscse cccusenes 675 775 
H. D. Knox & Co., Boston.. 700 800 
Capitol Fire Ins. Co. | 
Columbian National Life Ins. 
Co. 
Chas. A. Day & Co., Inc., 
PROGEOE, oc os cre Srna wan eee woe 500 
H. D. Knox & Co., Boston.. 3875 475 
Mass. Bonding & Ins. Co. 
Bay D & C I 
as. A. a ‘o., Inc., 
. Boston .. - peas aes mia 130 160 
H. D. Knox & Co., Boston... ... 140 
Mass. Title Ins., Pfd. 
Chas. A. Day & Co., Inc., . c 
OARGT. oc aa oae craen aces 25 35 
New England Fire 
Chas. A. Day & Co., Inc., 7 
DRC ac ces a2 ae eet se 30 35 
H. D. Knox & Co., Boston.. ... 40 
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Chas. A. Day & Co., Ince., 
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Old Colony Insurance 
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Chas. A. Day & Co., Boston 33 38 
Springfield Fire and Marine 
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Chas. A. Day & Co., Inc., 
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United Life and Accident Ins. 
Co. 
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Aetna Casualty and Surety 
Conning & Co., Hartford... 140 150 
Aetni Fire Insurance Co. 
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Aetna Life Ins. Co. 
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Automobile Insurance 
Conning & Co., Hartford... 40 42 
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Phoenix Insurance 
Conning & Co., Hartford... 75 79 
Travelers Insurance 
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A Ripple in the Nation’s 


Reservoir 
(Concluded from page 17) 


I think, that when a man buys life in- 
surance, he performs an unselfish act. 
There is an unselfish element in the 
purchase of life insurance, but we are 
inclined to leave the impression that 
when a man buys life insurance, he 
himself is not going to get any benefit 
out of that life insurance except the 
possible cash surrender value or the 
financial value that attaches to it dur- 
ing his life time under the terms of 
the policy. But I want to tell you 
that in my judgment the greatest 
thing, the greatest by-product that is 
contained in the life insurance purchase 
is what I may be pleased to call the 
economic peace of mind, this satisfac- 
tion, this happiness, if you please, that 
dawns on the spirit of a man who 
knows that beyond the peradventure of 
a doubt in the midst of all tumults, of 
fate and destiny, that little group who 
constitute the charmed circle of his 
beneficiaries is going to be secure, that 
that constitutes one of the profoundest 
sensations that can come to any man 
in life. 

And if I may be permitted for the 
moment to be a bit philosophical, I 
will say that while it is true, as the 
old philosophers have told us, that you 
can’t buy happiness with money, it 
seems to me that in the purchase and 
in the carrying of life insurance you 
come nearer to a violation of that old 
philosophical law than in any other 
economic act that can be performed by 
man. Economic peace of mind is what 
the American people today are yearning 
for more than they are yearn- 
ing for anything else. As a re- 
sult of the great crash that has taken 
place in the stock markets of the na- 
tion it is economic peace of mind that 
they want. What institution is it that 
alone among all the institutions of 
America, financial in character, that in 
its inherent nature is designed to bring 
to men economic peace of mind, save 
the institution of life insurance? It 
seems to me that amid crashing 
markets, when men yearn for economic 
peace and contentment in their hearts, 
there is formed for us a state of mind 
for the distribution of life insurance 
that gives its augury of the greatest 
months ahead that we have ever known 
in this business. I am an optimist on 
the immediate future as well as the 
ultimate destiny of the great business 
in which we are engaged. 

There is a second reason why I am 
optimistic. Not only are the American 
people, as a result of this crash, seek- 
ing economic peace of mind, but there 
is another attitude that has been cre- 
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ated. You know during the period of 
speculation, it was rather difficult for 
the salesman who went to the pros- 
pect to discuss life insurance to get 
his mind off of that tone of thinking 
that for want of a better term we may 
refer to as the speculative craze. In 
making sales you have to bring men’s 
minds to a certain tone. If a man is in 
a speculative tone, he is easy to sell 
speculative things. If a man’s mind is 
in a luxurious tone, it is easy to sell 
that man things that have to do with 
luxury. 

Now that is a very important factor 
in the present situation. When you go 
to a man today to introduce the sub- 
ject of life insurance, you don’t have to 
work to brush out of his spot the cob- 
webs of speculation. Buying life in- 
surance is an act of caution. It is not 
an act of speculation. It is not an act 
of luxury buying. It is an act of 
prudential conservatism. Men’s minds 
today are at a state of caution. They 
have reverted back to the old funda- 
mentals of safety and soundness. 


The Third Factor 


The third reason why I am optimistic 
about the future as it relates to the 
business of life insurance is based upon 
the belief, upon the truism, that no 
matter how sound an idea is, it takes 
two factors to bring about the triumph 
of that idea. First, an idea must be 
espoused by a sincere and capable man. 
But the advocacy of a sound idea in it- 
self by men however sincere and how- 
ever capable, is never sufficient to as- 
sure the triumph of a sound idea unless 
the second factor transpires. And that 
second factor is the happening of events 
that reinforce the arguments of those 
who have advocated the cause. 


For eighty years men like yourselves 
have gone about all over America, 
preaching the doctrine of life insurance, 
the soundness of the idea, the necessity 
for its adoption, and we have made 
headway. We have induced the Ameri- 
can people as I have already said, to 
own $100,000,000,000 worth of this 
economic peace of mind that we have 
been discussing. But when we consider 
that the economic value of the Ameri- 
can people has been estimated to be 
approximately two trillion one hundred 
billion dollars and that the amount of 
life insurance that we have placed upon 
that great empire of wealth that is con- 
tained in the lives of this people, 
amount to only $100,000,000,000, that 
justifies the assertion that though we 
have preached well the doctrine that 
we have espoused, we need the inter- 
position of that second factor, the 
happening of events that will strength- 
en our hands. 
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